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COMMUNITIES NEED SOCIAL 
AND FINANCIAL PROTECTION 


N every community of this vast country of 
| ours the home owner must protect and 
provide shelter, the renter must guard his 
household goods. Then, too, the business 
concerns, factories, corporations, churches 
and colleges should protect their property 
investments. Fire insurance is a necessity, it 
provides the security of a community against 
financial loss in the event of a conflagration. 
» Proper insurance protection assures the 
continuance of the social and well being of a 
community by making it possible to repair or 
rebuild damaged or destroyed property. » 
“The Home of New York” a financially 
sound stock company in addition to fire in- 


surance provides practically every form of 





property insurance for the public protection. 


THE HOME <omeany NEW YORK 


CASH CAPITAL $24,000,000 WILFRED KURTH, President 
59 MAIDEN LANE 
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| This Week : 
COMMANDER-IN-CHIEF NUISANCE VALUE 
Paul L. Haid has accepted the presidency ‘ . . - 
bp insurance Executives Association, new pPaeANCE companies in every line pay in the aggregate 
organization that has for its object the stabil- large sums in claims yearly to avoid litigation. A great pro- 
f izing of —— in oq fire insurance field. portion of this amount may be attributed to the attitude of 
ser gr lg on ie hat te ad es agents. They represent to their companies that their business 
J | ees presidency of the America Fore Group will be damaged by a refusal to pay a claim promptly. Legiti- 
| in order to undertake it. See page 25. macy, if not negated, is at least overlooked. The company is 
" os a thus influenced, yields its rights and pays a loss which has 
| WHAT WILL YOU HAVE: neither law nor equity for its foundation. Both agents and. offi- 
@ A stimulating article by Jarvis Mason sug- cers seem to discount the fact that the public admires rather than 
5s rests how the consumer engineering tech- decries an honest defense against an unjust or illegal claim. A 
nique might be applied to insurance. It : 326 Ag ee 8 : 
consists in finding out what buyers want straightforward presentation of the facts incident tothe loss 
> and fitting their needs, rather than making would quickly rally fairminded opinion to the side of: the com- 
them like what they get. panies. Honest policyholders would indeed recognize a selfish 
* as 2 . . . *,* 
interest in the companies’ position. An agent or company that 
y SEETHING TO KEEP fought against manifest wrongs and protected itself and its pol- 
: woe — L 3 Ls you don't keep icyholders from attempts however made to take money which 
it Slits ond dip Choties ak ag fr Aa should remain in their treasury would find favor with the insur- 
Leasehold Insurance. ing public. Unquestionably, payment of a dishonest claim means 
st ¢ 8 a robbery of other policyholders and stockholders. 
CATASTROPHE COVERS , . . , 
ts dust feet exe. : F The present time is peculiarly ripe for this class of 
n. ies deoide tem dope, hut a the claim and particular care must be exercised. In underwriting, 
same time a “catastrophic” loss would be a fire and casualty companies, particularly the former, have long 
he CATASTROPHE. A sales letter on page 13 taken into account the element of moral hazard. In recent years 
— : * erttewe a org these covers in life underwriting has been increasingly mindful of this hazard. 
. “2 It is most important and with proper consideration being given 
. . . to it has doubtless saved thousands of dollars to the companies. 
Next Week: “ 
Agents are in constant contact with their clientele. 
or CONSERVATION They are the insurance business to these people. They are inde- 
© What is it? Where does it begin? Whose pendent merchants. From their position on every phase of in- 
» responsibility is it? Whom does it affect? surance the public evaluates the companies they represent. If 
What are the problems? How can the prob- _ : . 
lem be solved? The answers are supplied by the agent condones skullduggery, and spinelessly advises his 
lly Seneca M. Gamble, assistant agency manager companies to settle unfair claims, insured policyholders obtain 
of the Volunteer State Life. the false impression that to secure honest treatment, excess and 
: eee unwarranted claims must be advanced. Insurance companies 
in- STATISTICS endeavor to charge adequate premiums to pay honest claims. 
€ Two pages of important statistics. One They calculate in these premiums an expense allowance to pro- 
of - gives the transactions of the ten largest vide for an agent’s interest during the life of the contract. They 
tor the sear 001. Ansther ‘able, pe yn want their customers satisfied and dealt with equitably. Agents 
- lar interest to Casualty and Surety agents must earn their remuneration, not at 
: executives, shows the investment and the time of policy placing but during its 
usderwriting results of 100 leading Casualty, enforcement. This means as well a 2 “ ° ° 
co a i Accident and Westh compenies courageous stand at the time of loss. 
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ERE, gentlemen of insurance, is the new technique 
to pull you out of your much-publicized slough of 
despond. Look you carefully to the mouth of your 
horn of plenty and see what it is that has clogged. 

Henry Ford said that it is not over-production but under- 
consumption that has slowed the wheels of industry. If I 
may be permitted to qualify the words of such a business 
spokesman, I suggest that this under-consumption is itself 
a result of trying to market obsolete and obsolescent prod- 
ucts and services, ill-fitted to the present-day desires of the 
man who pays the bill: John Consumer. Ford, of all men, 
learned that lesson. 

In our conviction that this business of insurance is 
founded on statistics and finance haven’t we nosed too 
close to the grindstone and forgotten, all too often, to 
please that man who pays the bill? In our search for 
actuarial exactness, in our eagerness to eliminate the guess- 
work from rate-making we have, without shadow of doubt, 
completely disregarded the insurance buyer’s call for com- 
plete protection. Who has made a survey, conducted con- 
sumer research, to find out just what insureds want? 


Asking the Man Who Pays 


Consumer engineering is a science. Because it is de- 
pendent upon human nature it can never be as mathe- 
matically exact as the actuarial sciences, but, like it, con- 
sumer engineering depends for its results upon probabili- 
ties indicated by recorded facts. Let us find out what our 
clients, our policyholders, our assureds, our agents would 
prefer. Only thus may we save ourselves the heartbreak- 
ing, useless effort of trying to high-pressure people into 
buying the services we offer. Only thus may we justify 
the thousands of men and millions of dollars invested in 
the business of insurance. Let us understand, once and 
for all, that a successful business can be built, not upon 
an abstract mathematical idea nor on a bull market, but 
only on a desire in the minds of many men for a definite 
product or service. 

Not you nor I nor any group of insurance men can say 
what new services or improvements in old services will 
usher in the heyday of insurance. We must go ask John 
Consumer. He pays the bills and only he can define what 
it is he will pay for. But to stir a little constructive 
thought, here are a few random ideas. 

There is a fashion in insurance, ever changing, just as 
there is a fashion in hats. A chart, by the Life Insurance 
Sales Research Bureau, showing the trend toward certain 
forms of life insurance would define the fashion. The 


company wishing to make money in 1932 will project that 
trend-line and supply its agents with sales plans and pro- 
motion helps for the forms of insurance indicated thereby. 

How will all-steel-and-glass dwellings affect the first in- 
surance companies? 


The development is coming, inevita- 





A Consum 








by 
JARVIS WOOLVERTON MASON 





bly. They had better plan to replace this potential loss ® 
premiums. 

We are recognizing, more and more, that income, ng 
capital, constitutes wealth. Why, then, the loss-of-eye, loss 
of-limb benefits as they are in today’s accident policy? We 
must arrive at some technique of evaluating those mem 
bers in terms of income and write our policies in acecoré- 
ance with this common-sense conception. 

It is well known that women buy practically all that goes 
into the home today. Why do they not also buy that which 


protects and maintains the home? It is not suited to ther 
tastes or minds, perhaps? Then let us by all means hurry 
to please them for they hold the purse-strings. They d 


not understand, perhaps? We must hasten to write of 
policies and sell our services in terms that they do under 
stand or we'll lose our premium income to the radio, th 
automobile and the kitchen accoutrement industries. 

The consumer engineer that your company retains wil 
be interested, above all things, in the convenience of your 
customers. He will therefore decree, among other things, 
that automobile insurance, in all forms, be included im om 
policy. He will decree, further, that you underwrite @ 
“actual value” property damage and public liability policy 
—actual value of the damage done. 





Jarvis Woolverton Mason 
Tue Srecoam® 
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“The newest business tool to receive a definite 
same is what has come to be known as con- 
semer engineering. Briefly it is the shaping 
of a product to fit more exactly the consumers’ 
seeds or tastes, but in its widest sense it 
includes any plan which stimulates the con- 
sumption of goods.”—Earnest Elmo Calkins. 






















Above all, we must simplify. What assured reads his 
policies? By what right do we sell a service that John 
Consumer doesn’t understand. Why all the statutory 
dauses, limiting phrases, the great avalanche of words that 
takes a Supreme Court of supreme minds to understand? 

Do I hear that the sales effort and acquisition cost of the 
small unit of sale is all out of proportion to the profit 
therein? Then we must educate the small insured to come 
and bwy what he needs. And this is no job for the lecture- 
hall educator but for a practical, hard-headed executive. 

All through this every reader will think, “But what of 
regulations, of the State Insurance Departments and Com- 
missioners?” The consumer engineer will turn courteously 
to our lawmakers and say, “Beware, gentlemen, that you, 
tee, do not drag your government all the way into business 
where it does not belong and does not wish to be, as the 
Interstate Commerce Commission has dragged the Federal 
gerernment into the railroad business via the Reconstruc- 
tim Finance Corporation.” Rate and policy standardiza- 
tiem and acquisition rules by mutual agreement are con- 
structive steps toward stability but when legislatures and 
courts order insurance companies to perform mathematical 
and human impossibilities there are only two ways out— 
bankruptcy or government subsidy. 

The jury to which the consumer engineer turns to settle 
his problems is of far more importance than any law- 
making or law-interpreting agency on earth. He asks John 
Cemsumer what it is he wishes to buy, designs it in accord- 
ance with his wishes and lo! John buys eagerly, gladly. 

An Aircraft Property Damage policy was recently tried. 
Many companies wasted considerable money in printing and 
premotion before it became apparent that the demand for 
that bit of coverage alone simply did not exist in appreci- 
able volume. Why, asks your consumer engineer, didn’t 












































“People are fed up with compulsion. They must 
be persuaded not with a big stick but with an 
effective invitation. They must be charmed into 
buying, or have the actual usefulness and pleasure 
of the article demonstrated to them. The positive 
job of the consumer engineer ts to give them what 
they want, in better form, in sizes to fit their 
present needs—and at prices they will pay... . . 

mer engineering starts with facts, not 
Qeesses. Facts about consumers and those busi- 
Bess agencies which are closest to consumers— 
retailers, wholesalers, jobbers. Consumer research 
& human engineering... . . "Roy Sheldon and 

Egmont Arens in “Consumer Engineering.” 
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someone ask ten thousand—even a thousand—consumers? 
That would have told the story. 

Secretary of the Interior, Dr. Ray Lyman Wilbur, re- 
cently recommended a “Health Tax” to the Committee on 
the Cost of Medical Care of the American Medical Asso- 
ciation as the only solution to the inability of the average 
man to pay necessary medical and surgical bills. Putting 
the government in the health insurance business, in other 
words. Not a health writing company has, to my knowl- 
edge, raised a finger in protest. I hear an avalanche of 
reasons: “Rates are too low; we can’t make it pay. . 
Health insurance will only pay when the first four weeks’ 
income indemnity is excluded. . . We haven’t the neces- 
sary examining organization. . . Malingering makes the 
business impossible. Be glad to sell it but nobody 
wants to buy.” No, I say, No! You simply haven’t asked 
the public what service it would like you to sell. The 
selection is against you because you never made a prac- 
tical, concerted effort to tell consumers what you have to 
sell. Here is one of the most serious social problems of 
the age, an obvious need in our society which can plainly 
be filled by insurance and yet who has gone to John Con- 
sumer, asked him what he wanted and then spread the 
word to a country crying for the service that you have 
it for sale. 


A Better Way to Spend Money 


Millions in invested capital and millions of dollars’ worth 
of trained man-power has been wasted, in the past five 
years, in futile efforts to launch hundreds of new com- 
panies, thousands of new agencies. What one of all these 
promoters used a business yardstick to measure, first the 
insurable interest existing in the territories entered, second, 
how crowded those markets were with companies and 
agencies, and third, the capacity of those markets to pay 
for additional insurance service? Such market analysis 
is far from an impossible job. 

How many companies make any attempt at computing 
a factual, mathematical measure of the premium poten- 
tials in their various territories? The annual per capita 
retail sales in the United States varies all the way from 
$159 in South Carolina to $585 in New York. Without 
some index to measure the potential business in a given 
territory, how can they know what it’s worth to have an 
agency plant there? 

Some companies offer expensive, valuable helps to their 
agents. How do they know that the potential premiums 
in their various territories warrant these expenditures? 
The fact is, of course, that they make no serious attempt 
to find out. 

The burden of all this, then, is: Let’s learn the techniques 
of market surveys, consumer research and human engineer- 

(Concluded on page 12) 





Paul L. Haid 


AUL L. HAID, newly elected 

head of the recently organized 
Insurance Executives Association, 
is in a position where both the op- 
portunities and the obligations are 
greater than come to many men. 
The consensus of those who are 
fitted to judge is that in selecting 
Mr. Haid for this position the com- 
mittee that so thoroughly can- 
vassed the field and finally pre- 
sented his name have secured a 
man preeminently fitted for the 
post. 

The purpose of the organization 
has been definitely stated. Briefly, 
it aims to correct evils that have 
crept into insurance practices, and 
it hopes to stabilize and harmonize 
the business of fire insurance. It 
will form a central body with juris- 
diction over the entire country and 
all the various lines of insurance 
that are written by the companies 
in the association and it will con- 
sult with and advise insurance 
companies on such questions or 
differences as may arise. 

How much the success of such 
an organization must depend upon 
the man at its head need hardly be 
stated. While it is true that such 
a term as czar is not the one to 
apply to its head yet his powers 
must be not far short of czarlike 
to produce the results desired. The 
board of trustees of the association 
will form a powerful body, but it 
is assumed that, having selected a 
man in whom they have the fullest 
confidence, they will expect him to 
steer the ship, though not unmind- 
ful of their aid nor unwilling to 
profit by their counsel and advice. 

Mr. Haid is a young man whose 
career in the insurance world has 
been remarkable. His record is 
the surest proof of his fitness for 
the position he now assumes. His 
ability and integrity are beyond 
question. He is a man of vision 
and has enthusiasm and initiative. 
He takes up the great burden of 
this office with a full realization of 
its difficulties. That there is prac- 
tically unanimous endorsement of 
his selection among insurance men 
and a strong belief that he will 
make the high purpose of the asso- 
ciation produce real and tangible 
results shows that the delay in se- 
lecting the leader was justified 
since it resulted in the selection of 
such an excellent one. 


Editorial 


With the Editors 








Be Smart—Look Smart 


“The life underwriter com- 
vliments his prospects by his 
presentability,” said Walter 
T. Shepard, vice-president of 
the Lincoln National Life, in 
a recent message to the field 
men. 

“We compliment by what 
we are, and by an obvious 
but unostentatious conform- 
ity to convention, plus a sin- 
cere and worthy message to 


| present.” 


Word of Mouth Advertising 


UCH has been said, written 

and taken for granted con- 
cerning the high regard with which 
the general public views life insur- 
ance, and its proneness to advertise 
life insurance benefits by word of 
mouth. As a matter of fact, it is a 
serious question as to whether 
there has not been entirely too 
much said, written and taken for 
granted in this direction. It is true 
that a few writers in the public eye, 
and a small proportion of the gen- 
eral population, are most compli- 
mentary in their expressed opinion 
concerning the utility of the pro- 
tective features of insurance, but 
the rank and file of the legion of 
policyholders contents itself with a 
grudging appreciation of its own 
holdings and its word of mouth ad- 
vertising for the product seldom 
extends beyond a ready complaint 
to the effect that premium pay- 
ments are keeping it “broke.” 

The truth of the matter is that 
life insurance has grown to its 
present estate through the selling 
efforts of life insurance agents and 
the advertising literature distrib- 
uted by the companies. Its future 
and unquestioned greater growth 
will come through the same me- 
dium. In the past, direct mail car- 
ried the bulk of the printed adver- 
tising and did a thoroughly good 
job. Today such effort is admira- 
bly complemented by the many 
splendid newspaper and magazine 
advertising campaigns, carried on 
by some of the leading companies, 
and the local advertising of the 
same nature financed by smaller 
companies. 























Consumer Engineering 


IRE and casualty insurance 

readers are referred to the article 
“A Consumer Engineer Looks at 
Insurance” printed on another 
page. It is our opinion that some 
measure of this technique is going 
to be utilized in the selling of in. 
surance at some time—and per- 
haps the sooner the better. This 
technique consists of furnishing g 
product, commodity or service on 
the basis of an actual and thor 
examination of what the public 
wants and needs. Insurance, of 
course, has not completely ignored 
this principle, but it can be truth- 
fully said, perhaps, that it is less 
favorable to it than the great ma- 
jority of businesses. 

It must be remembered, how- 
ever, that much of the conserva- 
tism that clothes insurance is not 
a matter of choice. Insurance, like 
banking, cannot afford to be 
flighty. No doubt, a study of what 
people want in the way of insur- 
ance benefits would reveal some 
highly interesting things. If all 
the desires thus expressed were 
satisfied, the insurance companies 
would probably be bankrupt ina 
year. 

But, of course, we are not rec 
ommending that insurance swal- 
low the “consumer engineering” 
scheme whole. Insurance is based 
on a definite principle upon which 
no scheme of modern busines 
should be allowed to impinge. We 
don’t believe that insurance should 
be tricked out in some elaborate 
disguise, or that it cater to fads and 
fancies. We do believe, however, 
that many of the problems of it 
surance are merchandising prob 
lems and should be handled by? 
technique that has been found suc 
cessful in merchandising fields. I 
“consumer engineering” is what® 
think it is, it is something like & 
survey recently undertaken by & 
Boston and Old Colony insurast 
companies in which typical inst 
ance buyers were asked to st 
what sort of service they . 
from agents, whether they were® 
fluenced in their purchases by & 
agent or the company he rep 
sented, etc. A more wi 
use of such methods would hav? 
beneficial effect on the insur 


business. 
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Time 


Weekly News Review 


Federal Reserve Life Insurance Com- 
pany, Kansas City, Kan., withdraws its 
proposition to merge with the Bank 
Sgvings Life Insurance Company of 


Topeka, Kan. 


Connecticut Mutual Life Insurance | 


Company reports an increase of 15.8 
cent in paid-for business for the 


fest quarter of 1932. 


Mutual Protective Insurance Com- 


pany of Kansas City, Mo., in receiver- 
ship on its own application. 


Reimsurance of the First National 
Life Insurance Company of Mont- 
. Ala., by the Liberty National 

Life of Birmingham, approved. 


Harry T. Licklider and Fred Watson 
have been appointed managers of the 
Union Central Life Insurance Company 
of Cincinnati for Western North Caro- 
lima with headquarters at Winston- 
Salem. 


Astomobile thievery in Baltimore for 
the first quarter of 1932 shows an in- 
qrease over the corresponding period 
in 1931. 


Paul L. Haid, president of the Amer- 
ica Fore group, accepts the presidency 
of the Insurance Executives Associa- 
toe. 
granted re- 


Temporary injunction 


Straming West Virginia auditor from | 


revoking the licenses of companies 
operating there under the new auto- 
mobile rate schedules. 


Donald K. Kyler named branch man- 
ager at Dallas, Texas, for the Stand- 
ad Surety and Casualty Company of 
New York. 


Forty-second annual edition of the 
Handy Chart of Casualty, Surety and 
Miscellaneous Insurance Companies 


published by The Spectator Company 
New York. 


Aetna Life and affiliated companies 
maugurate a campaign of advertising 
aed publicity calculated to promote 
astomobile accident prevention. 


LB. Grossmith, formerly an officer 
of the St. Paul Fire & Marine Insur- 
aace Company now associated with the 
— office of Cravens, Dar- 
gan Co. 


W. C Eberle, who was associate 
Manager with Frank M. Chandler of 
the Jones and Whitlock office in Chi- 
cage, has resigned, leaving Mr. Chand- 
ler m sole charge. 


SL Guinn elected vice president 
the Benjamin Franklin Life Insur- 
Company of Los Angeles. A well- 
ident and health man, Mr. 

was formerly president of the 
Life & Accident of Denver, 
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The Casualty Family decides on a bit of fence mending 








SOUNDINGS 


_—————=By ROBERT WADE SHEEHAN————— 


HE other day Gerhard Hirschfeld, the 
economist who writes such informative 
articles for THE SPECTATOR, Editor 
Cullen and myself were discussing (of 
course) the depression. “Let us each,” sug- 
gested one of the group, “take a shot in the 
dark, and outline immediately a panacea for 
the depression. This is off the record, and 
the crazier the scheme, the better.” 
Off the record or no, here are the fantasies 














| spun by the three of us. 


MR. HIRSCHFELD: You can accomplish nothing 
until you reinstate the purchasing power of the con- 
sumer. Every wage cut, every salary reduction, 


| every dismissed employee removes recovery another 


notch away. Millions of parrots are squawking 
“Balance the Budget” but no individual group is 
willing to bear the tax burden that would accom- 
plish it. Bother the budget! The budgets of foreign 
governments being what they are, the countries of 
Europe cannot point the finger at us. 

MYSELF: All right, let’s see what we can do to 
help the little fellow. Create an adjunct to the Re- 
construction Corporation that will establish a firm 
book value on the stocks on the New York Ex- 
change. Let the banks use this fund to allow loans 
on stocks, thus bridging the gap between book and 
market value. This will pull the small investor out 
of his hole and will jack up stock prices to respect- 
able levels. The stock market put the American 
public in the ditch, and it’s by that road only that 
they can get back. 

EDITOR CULLEN: The basis of the trouble is to 
be found in the fluctuating value of currency. What 
we must have is a dollar that is a dollar, in fair 
weather or foul, just as a pound is a pound and a 
yard is a yard. An honest, intelligent man borrows 
a thousand dollars on a mortgage or a bond and 
when he goes to meet his obligation he finds he has 
to pay twelve or fifteen hundred dollars. Through 
circumstances in nowise under his control, he is 
frequently thrown into insolvency, because these 
extra demands invariably come at a time when 
money is hard to get. We need a scheme that will 
so stabilize currency that money will represent the 
same value in deferred as in down payments. 


Were we so crazy after all? 





Tide 


Current Economic Trends 


According to George A. Miller in 
the New York Evening Post, leading 
life insurance companies invested dur- 
ing the week of April 9 $12,385,594. 
Of this, 59.1 per cent was in dwelling 
and business mortgage loans, 13.4 per 
cent in State and municipal bonds, 11.6 
per cent in public utilities, 9.9 per 
cent in farm mortgages and 4.9 per 
cent in United States Government 
bonds. 


The French semi-official newspaper, 
Le Temps, stated a belief that the 
financial crisis in the United States is 
passing through it final “healing phase” 
and that America is headed for re- 
newed prosperity which will be 
achieved without infiation. 


People of the United States spend 
$715,000,000 annually for drugs and 
medicines, 20 per cent of the National 
bill for sickness, 50.3 per cent of this 
goes for patent medicines. 


Dr. Schacht, former president of the 
Reichsbank states that Germany will 
repay in full all her commercial and 
private debts to America. 


Cotton futures gained $1 a bale on 
easy money. 


Debits to individual accounts as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ending April 13 aggregated $6,744,- 
000,000 or 22 per cent below the total 
reported the week previous. 


The appeal for a one billion lire loan 
made by the Italian Government on 
which subscriptions were to remain 
open thirteen days, closed after 
twenty-four hours at which time the 
public had subscribed 4,400,000 lire. 


British exports were up in March 
with imports off. British capital is- 
sues absorbed as dividends hold up. 


Wheat was higher on sensational 
crop reports with the winter yield now 
up at 425,000,000 bushels. 


The steel industry is optimistic ex- 
pecting an upturn to develop within 
two weeks to send the operating rate 
up to 40 per cent. 


* Fisher's Commodity Index was off 
0.1 per cent last week with prices at 
62.4 per cent of the 1926 level. 


City Service Company and its sub- 
sidiaries report net earnings of $63,- 
106,000 for 1931. 


The United Corporation reports that 
earnings for the quarter exceeded divi- 
dends by $332,546. 

The composite average of 70 indus- 
trials for the week ending April 16, ac- 
cording to the Herald Tribune in- 
creased from 109.93 on Monday to 
110.35 on Saturday, the average of 30 
rails declined from 20.81 on Monday 
to 20.66 on Saturday. 
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Leasehold Interest Coverage 


Are You Laboring Under the Misconception That 
the Times Are Not Propitious for Soliciting It? 


HERE may be those who feel that 
today is an exceedingly unfortu- 
nate time, from any standpoint, to 

solicit or to accept leasehold interest 

lines. Some of us, however, ought to be 
reminded that all business has not by 
any means been paralyzed, and that 

present prices merely signify that a 

great many real bargains have been, 

and still can be, picked up. Let us be 
preparing for the future. 

It is obvious that lessors who have 
had leases expiring during the past few 
months have played in hard luck, and 
in many cases the renewals have been 
accomplished with tremendous and very 
advantageous reductions in behalf of 
the lessee. An acquaintance of mine, 
who is one of the officers of a corpora- 
tion controlling a great many stores, re- 
cently advised me that he had simply 
given blanket instructions to each of 
his branch managers to refuse to nego- 
tiate for any lease renewals at a figure 
higher than a certain rather low per- 
centage of the gross sales of the store 
in question. I was informed that in 
several cases renewals had been agreed 
upon at amounts well under this per- 
centage, and I believe that we can be 
rather positive that there has been an 
extraordinary number of bargain leases 
effected. 


Localities Not Restricted 


At one time it seemed that only cer- 
tain particular sections of the country 
had been seriously changed by the con- 
ditions of the depression, but now there 
is hardly a community of any size 
where this does not hold good. Of 
course, there are some localities where, 
in view of the almost absolutely “dead” 
economic circumstances, leasehold busi- 
ness could hardly be written with pro- 
priety, but, in general, affairs have so 
lent themselves to rock-bottom prices 
for good leases that this is surely a 
subject which should demand universal 
consideration. 

Of course, it is thoroughly under- 
stood that if a lessee could replace his 
lease, today, at another location equally 
as attractive, and at no greater expen- 
diture of funds, he would have no in- 
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terest to insure. Nonetheless, there are 
many cases where these leases could 
not be so replaced, and where they are 
worth to the lessee vastly more than 
the sum named in the legal instrument. 
It is these cases that we must seek out, 
and it is the alert agent who will be 
“on his toes” constantly, developing 
such business, adding to his premiums 
so sadly depleted from causes beyond 
his control, and protecting his clients 
from a potentially grave loss which 
may keep them from taking full ad- 
vantage of the swift improvement in 
conditions which we all trust will soon 
become a reality. 

Even now, some of us can see ahead 
to the day when those valuable clients 
of our agents will be criticising their 
insurance advisor unmercifully for fail- 
ing to tell them about leasehold inter- 
est (hereinafter designated simply as 
leasehold insurance.) Or, perhaps, some 
other agent, who has recognized the op- 
portunities presented, may find his 
chance to take away a huge account 
along with a suggested leasehold line. 

This is another of the classes of busi- 
ness in which the average premium is 
very large, running into the hundreds 
of dollars. I have noted many leasehold 





lines carrying premiums in the thou 
sands, and such items count more than 
ever today, when the new business js 
scarce. We wonder what to do to de 
velop new lines, as we look about us 
and see stocks reduced and a minimum 
of construction being carried on, bat 
with the leasehold propositions there is 
a great field untouched. 

The average term of the leasehold 
policy is very much longer than that of 
other lines. I should say that 75 per 
cent of all the leasehold lines of which 
I have knowledge are on some agent's 
books for five years, with no worries 
about renewals being delivered. It is 
obvious that, in a type of insurance 
such as this, with many years of the 
lease usually to run, far beyond the ex- 
piration of the policy, the tendency eof 
the assured is naturally to ask for long 
term insurance. 

Again, the form is such that, while 
is not actually very complicated, none 
theless it is sufficiently out of the ord 
nary to make the average client wish 
to place his entire line with one agent. 
and frequently in one policy. Many 
times we have listened to an assured 
order a half-a-dozen stock policies a 
$5,000 each, but who has ever heard 
such a request on a leasehold line? 


“Cream” Risks 


These features all tend, of course,® 
make the usual leasehold premium quite 
large, as previously mentioned, anf 
perhaps our thoughts are turned wit 
some trepidation to the size of the 
bility, as so many of these lines a 
written on the one-policy basis. La® 
bear in mind, though, that the busines 
involved is almost entirely of the ra 
end fireproof mercantile classificat 
and that accordingly there are few ca® 
panies unwilling to carry very ae 
amounts on legitimate risks of the t= 

As a matter of fact, this leads = ® 
once to another advantage of the less 
hold risk. It is such excellent ba 
ness when, of course, the line is acta 
able at all, that the wide-awake a= 
can at once assign the line to his ge? 
of “cream” risks. It is perfectly p= 
that today any good agent must 
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his classification more than ever before; 
be knows that he cannot load a com- 
pany with a lot of poor business, and 
expect to give that company none of his 
excellent lines. The reverse, however, is 
equally true, and every local agent has 
certain “hard” risks to write, and if he 
is wise he will be ever watchful about 
building up a place for them. 

I do not mean “hard” risks from a 
moral standpoint. No high-grade agent 
really desires his company to accept 
lines of that calibre, but it is clear that 
there are certain physical risks which, 
while under splendid ownership and in 
an excellent structural condition, are, 
nevertheless, usually considered as poor 
fre insurance propositions. These risks 
frequently carry high rates and mean 
much to an agent’s income; hence, his 
wish to provide a place for them. 


Balancing the Business 


The leasehold line often contributes 
enough under one policy to balance off 
much business of a less desirable type, 
for, after all, how many agents are 
often able to give to one of their com- 
panies a brick mercantile premium of 
seven or eight hundred dollars? And, 
en the other hand, how many of these 
$5,000 stock orders would be required to 
produce such a premium volume? 

I have deliberately tried to picture 
first some of the more optimistic fea- 
tures of the leasehold line, and while 
all these potentialities are there, ob- 
stacles are also present, and we might 
turn our attention now to some of these. 
In order to see them better, and even at 
the risk of seeming too elementary. 
some of the fundamentals might be re- 
peated. 

Leasehold insurance, or leasehold in- 
terest indemnity, as it is frequently 
called. is the insuring of an interest 
which is defined as the increased rental 
value of a building in excess of the 
rental paid under a lease. This defini- 
tiem can be far more easily assimilated 
through its application, and we will, 
therefore, take a concrete illustration, 
asking that the reader will understand 
that im this illustration you are the as- 
sared. the party who leases the prop- 
erty from someone else. You have ne- 
getiated with the owner of a certain 
building and have signed, we will say, 
& ten-year lease for the building, at a 
rental of $500 per month, $6,000 per 
Fear, or $60,000 for the lease-period. So 
far, you see no insurable interest. 

However, you have picked your prop- 
ety wisely. The value of same en- 
bamees ; somewhere up the street a great 
new industrial enterprise erects a huge 
tailding; a block or two away the cit 

o j y 
makes some tremendous improvements. 
Tou comsider these things, and you re- 
tite that your lease has now become 
almost priceless. Your tremendously in- 
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There are many leases drawn up during the height of the 
depression which cannot be replaced at such attractive fig- 
ures in the near future. These are the cases which the alert 


agent should seek out. 


Don’t forget this about leasehold interest insurance: the 
average premium is very large, running into the hundreds of 
dollars; and the average term runs for five years or more with 
few worries about renewals being delivered. 








creased trade, your broadening oppor- 
tunities, can hardly be estimated in dol- 
lars and cents. You take that lease out 
and read it over again, to.be sure there 
is no flaw in it. Then you come to the 
fire clause, which probably reads sub- 
stantially as follows: 
“If the premises shal] by fire be ren- 
dered untenantable, the lease shall 
terminate.” 


Meaning of “Untenantable” 


You wonder what the courts would 
hold “untenantable,” and you say pos- 
sibly a fire, the damage from which 
would keep you out of the building en- 
tirely and the repairs after which would 
doubtless require some three months to 
make. Ordinarily, the prospect of 
breaking your lease might not be so dis- 
tasteful to you, but now things are dif- 
ferent. What a tremendous loss you 
would sustain were you forced to give 
up this location and where would you 
find another so desirable? 

The thought of insurance comes to 
you; some time, somewhere, you have 
heard of a form of leasehold insurance, 
and you inquire of your local agent. He 
asks you the circumstances in connec- 
tion with your lease, the exact wording 
of the fire clause, perhaps, a few other 
salient questions; then, having satisfied 
himself that you have an insurable in- 
terest and that the risk is a desirable 
one for his company, he aids you in 
computing just how much insurance you 
need. 

Five years have passed since you 
signed the lease, but you still have $30,- 
000 rent to pay in those five years re- 
maining. Perhaps, in addition to this 
under the terms of your lease, you are 
required to pay the expense of heating, 
janitor service, etc. This may run, say, 
$125 per month, $1,500 per year, or 
$7,500 for the five years remaining. All 
this must be included to arrive at a true 
representation of your leasehold in- 
terest. 

You now estimate the value of this 
lease to you by computing what it 
would cost you to obtain elsewhere as 
desirable a location as your present one. 
After investigation, you finally decide 


that for $10,000 a year you could se- 
cure such a location elsewhere, this 
amount to include janitor service, heat, 
and similar expenses which naturally go 
along with the maintenance of a build- 
ing. 

The figure which you are now paying 
is $6,000 a year for rent, with $1,500 
for building expenses, or $7,500, and, 
therefore, the increase in the value of 
your lease is $2,500 per year, or $12,500 
for the five years remaining. 

But your rent was to be paid gradu- 
ally over this entire period, and you 
would have the use of much of your 
money during a part of that time. Were 
the insurance company to pay you that 
amount in one lump sum, it would be 
more than you were entitled to receive. 
To meet this situation, policies are now 
being written for an amount which if 
invested at a moderate, named, rate of 
interest, say 4 per cent, would produce 
within the proper period of time, the 
amount of the leasehold interest, $12,- 
500 in this case. Special tables showing 
the desired figures have been prepared, 
and are usually printed on the back of 
the forms which are attached to the 
policies. 


Fire Clause Important 


There was a time when the companies 
wrote leasehold interest indemnity at 
the gross amount, $12,500 in this in- 
stance, but adjusted the loss on the net 
basis; now this has virtually ceased. 
The new way is more complicated, but 
far more satisfactory and certainly 
much fairer. The policy is, of course, 
reduced each month by the amount 
which you have estimated to be your 
monthly insurable interest, and the pre- 
mium is based on the average amount 
in force. This latter figure is readily 
obtainable from the tables latterly men- 
tioned. 

In considering the acceptance of 
leasehold business, the wording of the 
fire clause, as copied from the lease it- 
self, is vital. An exact copy of the fire 
clause in the lease is required in the 
form, as, in the first place, the lessee 
may have become a party to a lease 

(Concluded on page 12) 





which contains a fire clause distinctly 
unfavorable to his own interests, and 
the company to which the insurance is 
offered must watch this feature, so that 
it may not suffer also. 


Some Typical Fire Clauses 


The different species, we might say, 
of fire clauses, present highly interest- 
ing conditions, and the naming of some 
of these many be stimulating at this 
time. Undoubtedly the best fire clause 
from the company standpoint is that 
which reads: 

“If the building is totally destroyed 
by fire, the lease shall be can- 
celled.” 

Possibly, however, there are very few 
such excellent cases, and we may find 
one of the following: 

“If the premises are rendered unten- 
antable by fire, the lease shall be 
terminated.” 

“If the building shall be so damaged 
by fire that the landlord shall de- 
cide not to repair,” etc. 

“If the building shall be damaged by 
fire as much as 50 per cent,” etc. 

In the first place, it is evident that 
the business is not so desirable, from 
the company viewpoint, because there 
may be a great deal of controversy over 
just what is meant by “untenantable,” 
and particularly inasmuch as some 
court might hold that the property was 
“uantenantable” after only a small dam- 
age had occurred. 

The second case is likewise not de- 
sirable, as this clause gives the landlord 
the option of cancelling the lease or 
not, as he chooses. 

The third case, while not as favora- 
ble as a “total destruction” clause, is 
usually considered satisfactory, and as 
good as could be hoped for. 


State Laws 


As you may note from the standard 
form, in the event the lease contains no 
fire clause, the insurance is subject to 
the law of the State governing leases. 
This law will, perhaps, read in most 
cases, to the effect that “if the building 
is destroyed by fire, the lease shal] be 
cancelled,” or in the event there is no 
actual statute on the books it seems the 
general opinion that common law would 
be as just quoted. 

If the building is rendered wholly un- 
tenantable, but the lease is not can- 
celled, then the company pays each 
month, as is stated, not more than the 
monthly leasehold interest which has al- 





Leasehold Interest Coverage 


(Concluded from page 11) 


ready been named, for the period of 
time required to render the damaged or 
destroyed portions of the building again 
fit for occupancy. If only a part of the 
building is untenantable, and loss is sus- 
tained thereby, then such loss to the 
company shall be limited to a pro rata 
proportion of the monthly leasehold in- 
terest. 


Remote Loss 


In referring to other parts of the 
form, there is another clause worthy of 
attention, this being the insurance com- 
pany’s disclaimer of liability for a re- 
mote loss of any kind, such as might be 
caused by some law or ordinance which 
prohibited construction or repair of 
buildings. Naturally, this is a very val- 
uable clause, and should, for the com- 
pany’s protection, be made a part of 
every leasehold interest form. 

While leasehold interest is generally 
thought of only in connection with the 
increased rental value of a building to 
a lessee, it does actually include other 
possible cases. 

Suppose, for instance, you have sub- 
let at an increased rental a portion of 
the building which you have leased 
from the owner thereof; you will lose 
this profit, perhaps, in the event your 
lease is cancelled as a result of fire, and 
this loss is insurable under this form. 
For that matter, you might sublet the 
entire property to someone else, and 
lose all of your usual gains, which 
would likewise be insurable. 

There are other features, such as 
bonuses which might be paid by you or 
by your sub-lessee for some reason, and 
for the coverage of which a somewhat 
similar form might be used. 


Desirability of Risk 


In considering the desirability of any 
risk for leasehold insurance, there are 
several points which at once commend 
themselves to you, and while we can- 
not in this article dwell upon these at 
great length, some may be mentioned. 
For instance, it is obviously a fact that 
a risk is less desirable when the “prem- 
ises” consist of a single floor or portion 
thereof. The reference in the form to 
“total destruction” would apply only to 
that small! part of the building, and it 
is best, therefore, to know just exactly 
how much of the whole building has 
been leased. 

Leasehold insurance should be writ- 
ten only in cases where the lessee has 
made a profitable lease; otherwise, we 
are faced with a great moral hazard. 





Suppose the value of the lease falls by 
reason of poor business conditions ip 
that particular section, the removal of 
a nearby factory elsewhere or for some 
similar reason; we can readily visualize 
the inevitable result if the assured js 
not entirely honorable. 

Or, suppose you have a case where 
there are included the profits on a sub- 
lease. In the event you have, unknow- 
ingly, of course, sold your policy to an 
unprincipled party, the building might 
readily be destroyed by fire, and that 
party might thereby save for himself 
the expense of collecting rents from his 
sub-lessee, many years’ insurance pre- 
miums, and the elimination of the risk 
of financial loss, if his sub-lessee should 
become unable to pay his rent. 


Substantial Parties Only 


There is no question but that this 
form of insurance should be sold only 
to substantial parties, and we must be 
positive that we are securing full in 
formation about every leasehold risk. 


Underwriters Restrictions 


There are, of course, many varying 
opinions as to the conditions under 
which leasehold covers are attractive to 
an insurance company. An official of 
one of our larger companies recently 
advised me that, generally speaking, 
he would not consider such lines desir- 
able at this specific time, unless the 
lease was more than three years old, 
and that he would hardly care to write 
such business except in cases where the 
fire clause provided that the lease could 
be broken by not less than 50 per cent 
damage. Some companies are mud 
more liberal than others, but in all cases 
a great deal depends upon the estab 
lished integrity, not only of the lessee, 
but also of the lessor, who could, = 
der certain conditions, readily play « 
great part in the potential moral 
hazard. 








A Consumer Engineer 


Looks At Insurance 


(Concluded from page 7) 


ing as they apply to the demand for = 
surance. Let’s devote more time to fs® 
ing out who John Insuranceconsumer & 
where he lives, what he lives in, what 
he conceives his responsibilities t B® 
what he lives on and, finally, where aa@ 
how he prefers to buy his insurmm= 
Then we'll have a method of proceéa® 
which will work. Then, and not == 
then, gentlemen of insurance, will ® 
declare dividends independent of a bat 
or bull market and depression wil = 
longer have the power to depress of = 
press us. 
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SALES LETTER SERVICE 


This Week: The Catastrophe Hazards. 








) Sond 
1892 MAIN STF 


Mr. Thomas Jefferson, 
18 Main Street, 
Johnstown, N. H. 
Dear Mr. Jefferson: 

If the frequency of property-destroying fires were reduced to 
one-tenth of is present rate, and fire insurance costs were reduced 
commensurately you would undoubtedly continue to insure your 
property against fire loss. 

The point I wish to illustrate by this is that not the frequency 
of a catastrophe but the extent to which it can wreck your property 
and wipe out your business makes it a hazard against which the 
protection of insurance is essential to your safety. 

It is unfortunately true that most property owners measure their 
need of insurance against other hazards than fire, by their fre- 
quency—if the frequency is low the need of insurance is under- 
estimated. Perhaps another reason is that insurance to cover an 
infrequently occurring form of loss ordinarily costs very little, 
which makes it seem unimportant. 

There is a growing realization among experienced business men 
that it is sound judgment to arrange an annual insurance budget 
to cover some of these seldom occurring but tremendously damag- 
ing catastrophes which have put so many firms out of business 
permanently. 

While any matter vital to the permanence and safety of your 
business is worth considerable of your time it will take me only a 
very few moments to apply the reasoning in this letter to the prob- 
lem of your property and business protection. I'll make it some 
afternoon this week, after you have disposed of the day’s mail. 


Sincerely, 
flo 











of fire insurance is taken as an es- 


INCE insurance men are in the busi- 

mess of selling protection rather 
than policies, it rather follows that 
the sales letters going out from an 
agency are not confined to a mere tech- 
tical description of coverage. 

It is also a matter of fact that since 
Properties are not normally increasing 
im value these days, nor are fire pre- 
Miums, it is good business to study a 
ient’s property insurance holdings 
With an eye to broadening them—other- 
Wise the premium income on fire lines 
Will take the same general direction as 
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any body heavier than air, acted upon 
by the force of gravity—down. 

The objective of this letter is ob- 
vious. It treats of a general problem 
rather than a specific line, which 
makes it generally useful no matter to 
what extent the prospect is already in- 
sured. It is nevertheless specific in 
defining the principle of “low fre- 
quency of loss, low cost of insurance” 
and equally specific in promising to 
call. 

The angle of approach is defined, too, 
and therefore should be followed in the 
personal call. The frequency and cost 


tablished basis for a meeting of minds. 
A big property owner, particularly, 
usually knows his fire insurance rate— 
uses that as a basis for comparison to 
demonstrate how relatively small are 
the premium rates on other forms of 
property protection selected for round- 
ing out his schedule. 

A little preliminary study of the 
records of existing customers, and a 
broad approach affords an opportunity 
to sell some of the particularly low 
cost side lines that cannot be profitably 
solicited singly. 








Arctivties of some 
members of the Fort Wayne (Ind.) 
Association of Life Underwriters, in 
forming a special unit to advocate the 
repeal of the eighteenth amendment, 
have received a severe rebuke from 
Hugh S. Jeffrey, president of the 
association, who last week denied 
categorically that the association as 
such, had sanctioned such a move- 
ment. The movement, however, was 
given wide publicity in papers at Fort 
Wayne. Mr. Jeffrey declared that, in 
his belief, the National Association 
of Life Underwriters would not per- 
mit the local association to take part 
in such controversies, nor could any 
movement of this kind have taken 
place without having first had the 
approval of the executive committee 
and then the majority vote of the 
association members.” 

« « 


Hugh W. Bridges, 


department manager in Indianapolis 
for the Travelers, in prowling about 
second-hand stores, picked up two 
water color paintings, the work of 
Dutch artists born in the early part 
of the nineteenth century. The pieces 
at first were thought to be prints of 
original paintings. He paid a total 
of $5 for pictures and now he has 
learned that they are originals and 
has been told he could realize several 
hundred dollars from them in the 
open market. The painters are Brub- 
mann and E. Verveer. 

* * * 


V. S. (Red) Eagan 
has joined the home office agency of 
the Bankers Life Company of Des 
Moines, and will continue his long 
career as a life insurance man in Des 
Moines. He was formerly with the 
Northwestern National and the Penn 
Mutual. 

Mr. Eagan has been continuously 
in the life insurance business in Des 
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OLKS AND 
ACTS 


Ue Shue 
By Fran E ttrago 


T may be that after dinner s peaking 
is shorter and funnier and more in- 
| teresting than in days gone by but at 





IN LIFE INSURANCE any rate, and contrary to tradition 1 


must confess that I enjoy such inter. 

| ludes and I insist that my observations 

: lead me to believe that the majority 

Moines since he returned from ser-|of other people—excepting, possibly, 
vice in the World War, and he has | the speakers themselves—also enjoy 
won favorable prominence in his pro- | these affairs. The man who dares the 
fession. He is also widely known for | spotlight of public attention which fol- 
his brilliant career in athletics at | lows in the wake of “And now my 
Grinnell, where he was a four-letter | friends, it is with the greatest pleasure 
| that I present,” is a public benefactor 
| of the highest order and the more times 
|he is reminded of a little incident the 

O ae | better I like him. 
fficials and employes | = Testi 

of the Jackson and Meridian, Miss., 
Metropolitan Life, and | 





man. 
« « * 


HE last two dinners I attended 

“ > . » fallacious 
several subofiices over | brought home to me the fa lacion 
| basis of all the witticisms directed 
| against the man on the dais. “Hit me 
again, I can still hear him,” always 


offices of 
managers of 
the State, numbering more than one 
hundred people, held a banquet in 


Jackson last week. J. F. Bayley, | wil) be a good story but it ain’t true 
manager, Jackson, acted as toast-| The Life Underwriters of New York 
master. recently offered two speakers. The 


first was 60 per cent humor and the 

crowd roared. The second was pure 
t | business and nine hundred life agents 
| leaned forward in their chairs atter 
tively all through the address. Th 
speakers, from right to left, wer 
Dewey Mason and M. Albert Linton 


« ~ * 


An arrangemen 
whereby Northwestern National Life 
of Minneapolis will reimburse its 
fieldmen for Chartered Life Under 
writer examination fees as soon as 
any of the examinations are passed | 
was announced this week. This will HE second affair 

was the annual dinner of the Pre 
dential field force, held at the Hae 
Commodore in New York last Thar 
This was another & 
gave concrete evident 


* > * 
to which I refer 


enable agents who wish to take the | 
exams in sections over a period of 
two to four years to get back their 
investment almost immediately in- 
stead of having to wait until the end 
of the two or four year period 


. = « 


day evening. 
stance which 
that men are fond of listening to gust 
speakers. President Duffield was team 
master and Governor A. Harry Moat 
of New Jersey was the featured spes® 
er. Albert C. Wall, a director of & 
company and Dr. William M. Lew 
president, Lafayette College, were = 


lk persons who 


have not been affected by the depres 


si” ] Sti c cing a *IT) _ 
. n are : : p , ted oe a other scheduled speakers. Supe 
those who Nave teit the pinch of the tendent of Insurance Geo. S ® 


o 


Ve 
Schaick’s greetings came as an 26a 
attraction. The entire range of == 
in public speaking was containel ® 
the addresses delivered by these = 
President Duffield talked semua 
about spiritual values, Governor Mam 
“receives the | inclined to the brand of oratery cad 
\. | which he is justly famous, Mr = 
. , talked straight business and Dr. 22 
years and yet is always preaching de told a lot of side-splitting amu 
ay With the lowered cost of Twelve hundred wide awake mes & 
living, 1932 and not 1928 is her peak joyed every moment of it all. ia 
Others are in the same boat.” 


panic the nation would be much bet 
ter off, Ted M. Simmons, agency 
manager, Pan-American Life Insur 
ance Company, told members of 
Birmingham Association of Life Un 
derwriters last week. “My secre 
tary,” Simmons said, 
same salary she did during the pea 


| ing, even, the reporters. 
THe Srecea® 
April 2. 


year. 
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ORDINARY 


Inter-Southern 
Appointed 


Receivers 


in Ky. and Ill. 


Action Precipitates Similar Move Against Security 
Life Insurance Company of America By Federal 


Court in Illinois; Receiverships Are Temporary 


Temporary receivers have 


been appointed in Louisville 


for the Inter-Southern Lifs 
Insurance Company, wit! 
headquarters in that 
following the hearing of last 
Saturday, and this actior 
was followed by announce- 
ment of similar action hav- 
ing been taken against both 
the Inter-Southern and the 
Security Life of America by 
the Federa)] Court of Illinois 
The details of these actions 
are given in the following 


telegraph dispatches, the 
frst from Acting Insurancs 
Commissioner Charles I 
Brown, of Kentucky: 


Preanxrort, Ky., April 18 
—Lieutenant Governor A. B 


Chandler and Fidelity and 
Columbia Trust Company 
temporary receiv- 





ers r the Inter-Southerr 
Life Insurance Company 
dered that all futurs 
ms paid be kept in 
funds, keeping in- 
ir force without 
such pre- 
payments. Pigned 
Brown, deputy and 
acing insurance commis 
Sener. Kentucky. 





ss in 





Chicago Developments 
April 18.—Th« 
receivership of 
Inter-Southern Life of Louis 
Tile was felt in Chicago on 
Menday when receivership of 
the Security Life Insurance 
Company of America was 
@iered by Judge Walter C. 
mdley in United States Dis 
@et Court 

The Security owned con- 
SH of ti Inter-Southern 
Life and when that receiver 
st Was ordered the Secu 
=s Principal asset was 
Weed out This, coupled 

(Comeluded on page 21) 
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city, 


| additions—of 44 








Clerical Occupations Lead 


An analysis of all 
less than $10,000 submitted t 


cases 


the Fidelity Mutual in March 


that clerical 
pations still lead—15.2 pez 
cent of all such applications 
falling within this classifica- 


indicates 


occu- 











Annual Meeting of the 
Actuarial Society 


The annual meeting of 
The Actuarial Society of 
America will be held on 
Thursday and _ Friday, 
May 12th and 13th, 1932, 
at the Waldorf-Astoria 
Hotel, Park Avenue at 
49th Street, New York. A 
number of interesting pa- 
pers and will 
feature this meeting. Ray 
D. Murphy is secretary of 


discussions 








10.4 per cent, while 


the organizatior 
on Managers and super- 
ntendents come second with 


place 


salesmen 
with 9.2 








NEW LIFE PRODUCTION 


- -_ 
J.4 
New life insurance produc- 
tion last month was 13.5 per 
cent less than in March, last 
year. The cumulative total 
for the first three months of 
this year was 5.7 per cent 
under the volume for the 
first quarter of 1931. 
Following gains in Januar; 


and February, Industria! in- 
surance again increased in 
March. New production in 


this class last month was 1.8 
per cent greater than i 
March, 1931, while the ag 
gregate for the first quarter 


s 


of this year was 2.9 per cent 


more than for the same pe 
riod a year ago. 

These facts are shown by 
a statement forwarded last 
week by the Association of 


Life Insurance Presidents t 
the United States Depart 
ment of Commerce for official! 


use. The report aggregates 
the figures—exclusive of revi- 
vals, increases and dividend 


member 
companies having in force 82 
per cent of the total insur 
ance outstanding in all Uni 
ted States legal reserve com 
panies. 

For March, the total new 
business of all writ 
ten by the 44 companies was 
$889,664,000 against $1,028, 


classes 


ance 
000 





was 


666.5 
New 


cTreasc 
trial insurance 
$689 ,.179,000 
71,000—ar 


per 


crease oO! 
The 


first 


age 
are 


UNDER 1931 MARK 


28,000 during March of 
sl—a decrease of 13.5 per 
nt New Ordinary insur- 


amounted to 


against 


decrease of 17.6 per cent. In- 
insurance amounted 

,059,000 against $246,- 
,000—an increase of 1.8 


rr cent Group insurance 
$45,574,000 against $61,- 
919,000—a decreas« 26.4 
‘r cent. 
For the three-month period, 
tne total new business of | 
se companies was §$2,- 
71,000 this year against 
2.828,600,000 last year—a 
Gecrease of 5.7 per cent 
Ordinary insurance 
amounted $1,784,776,000 
against $1,914,860,000—a de- 


against 


cent Group insurance 
amounted te $192,616,000 
against $243,869,000—a de- 


f 21.0 per cent. 


new 


written during each of the 

three months of 1930, 

l and 1932 and percent- 

increases or decreases 

shown in the table on 
page 2: 


, | “oo 
(Coneluded on page 23) 


° 


$593,031,- 


$719,746,000—a 


jnally is 


of 6.8 per cent. Indus- 
amounted to 
$669,- | 
increase of 2.9 


| turers 
| pany 


paid-for business | speaker at the last meeting 


£. 


INDUSTRIA 


Trinity Life Granted 
Charter in Fort Worth 


|New Company, Headed by 
| A. M. Duke, to Begin Op- 
erations Within Month 
| Dauuas, Tex., April 18.- 
| Fort Worth is to have a new 
life imsurance company 
| which will be writing busi- 
| mess in the next thirty days 
|The charter for the Trinity 
Life Insurance Company of 
|this city has been granted 
and all arrangements for be- 
ginning business are prac- 
tically completed. The com- 
pany is capitalized at $100,- 
000 which is to be increased 


| to $300,000 at a later date. 


It will write life, health an 
accident lines. 

The new company will b 
domiciled in the Trinity Life 
building, formerly the Avia- 
tion building, one of the new 
skyscrapers of Fort Wort! 
That building has been pur- 
chased by the Trinity Bond 
and Investment Company. a 
holding concern for the new 
life insurance company. 


Some of the best know: 
life insurance men in Texas 
are associated with the new 


company. A. Morgan Duke 


|formerly of Dallas, will be 


president of the company. J 
L. Mistrot, 


formerly presi 
dent of the Southern Unio: 
is vice-president. B.A. Don- 


secretary-treasurer 
Dr. J. M. Lyle is medica 
director and R. A. Stewart 
and C. A. Morgan are th« 


| attorneys. 


Ottawa Agents Meet 


H. F. Berwick, of the field 
service department from the 
head office of the Manufac- 
Life Insurance Com- 
of Toronto, was the 


of the Life Underwriters 
Association of Ottawa. Mr. 
Berwick was formerly a field 
man which enabled him to 
present his ideas in such a 
manner that made them help- 
ful to one and all. 


Life Insurance 
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Southern Regional Meeting 
of the I. A. C. at Dallas 


Membership Agrees That Insurance Company Ad- 
vertising Is on Eve of Its Most Active Period and 
That Leaders Will Profit Most; Gamble Chairman 








DALLAS, TeEx., April 19.— William T. Murphy, of 
That the insurance com-|New York, expressed the 
panies and the insurance | opinion that “we are living 
agents are growing “adver-|in an advertising age.” He 
tising wise” and that the pol-| said the unadvertised prod- 
icyholders and the perspec-/| uct cannot hope to compete 
tive policyholders ‘are wait-| with the highly advertised 
ing for the printed message | products simply because the 
of the underwriting concerns | buying public knows nothing 
on various subjects they wish | of the unadvertised products. 
to “put across,” was the gen- | Mr. Murphy said if the lead- 
eral opinion of those deliver- | ing concerns of the nation 
ing addresses at the South- | did not find advertising prof- 
ern Regional Insurance Ad- | itable they would discontinue 
vertising Conference which | it, but the fact is they are 
opened here Monday morn- | finding it highly profitable 
ing. and are increasing a ad- 

vertising budgets annually. 
aun Pete wren John T. Murphy, of New 

Generally speaking, every | Orleans, believes that the in- 
man on the program was Of |.urance advertising should 
the opinion that the insur-|be of such nature to appear 
ance companies and the in-|t, appeal to the public and 
surance agents which adver- | in such publications as reach 
tise by printed words, whether | the public and have the pub- 
the advertisements are in| jie confidence. He, like a 
daily newspapers, insurance good many others expressing 
publications, house organs or themselves, believed a good 
other carriers, would reap re-| dea] of the company adver- 
wards in the future while tising or the agency adver- 
those companies and agents | tising should be directed to 
which rely entirely on the| the public on such matters 
old word of mouth policy of | most desired stressed, wheth- 
advertising, probably will | er that be insurance for sav- 
find they are losing business. ings, insurance for protec- 

Bert Mills, of Des Moines, | tion, insurance for invest- 
president of the Insurance | ment, curtailment of policy 
Advertising Conference, loans, prevention of lapsida- 
thought the insurance com- | tion, or any other problem. 
panies by proper advertising| Most of those discussing 
to the general public could do any subject had an idea that 
a great deal toward eliminat- | advertising matter designed 
ing the evil of indulging in| to appeal to or educate the 
the dangerous practice on the public to the value of insur- 
part of a few insurance sales- | ance should be of a different 
men of trying to blacken the | nature to that planned with 
names and reputations of (Concluded on page 17) 
competitive concerns and 










salesmen. Mr. Mills said 
this practice is not wide- 
spread but that proper ad- 
vertising would lead the peo- 
ple to investigate “whispered 
rumors” before forming opin- 
ions. 

Mr. Mills, like others on 
the program, declared that 
all successful businesses are 
highly advertised concerns, 
and that when insurance 
companies and agents adver- 
tised their wares in legiti- 
mate ways and advertised 
them consistently and per- 
sistently, they too would see 
their prestige and their vol- 


“Clears the Atmosphere” 


E. D. Nims, chairman of 
the executive committee 
of the Missouri State Life 
Insurance Company of St. 
Louis, Mo., in comment- 
ing on the receivership 
suits filed in Chicago, IIL, 
against the Inter-South- 
ern Life Insurance Com- 
pany of Chicago and the 
Inter-Southern Life Insur- 
ance Company of Louis- 
ville, Ky., said that the 
new litigation could have 
no effect on the affairs of 
the St. Louis company ex- 
cept possibly to “clear the 
atmosphere.” 














ume of business growing. 
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NEW YORK LIFE’S 
RADIO 
PROGRAMS 


“Great Personalities 
of American History” 
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April 26: On this evening will be 


inaugurated a series of 


radio dramas or plays of 
“GREAT PERSONALI- 
TIES OF AMERICAN 
HISTORY.” The first of 
these radio plays will be the 
drama of ALEXANDER 
HAMILTON, the father 


and founder of the Amer- 





SN 98938388888 
















ican system of finance. 






The agents of all companies are in- 
vited to tune in on our programs 
every Tuesday evening on 
any of the following 
stations: 








R888 88 








9:30 P.M. Eastern Daylight Saving Time..New York. ..( WJZ) 
o “ ad et = a Boston... .. (WBZ) 
baa Springfield.( WBZA) 

Pittsburgh . (KDKA) 






“ “ “ “ “ “ 





8:30 P.M. Eastern Standard Time....... Baltimore. .(WBAL) 

ae Rochester. (WHAM) 
Cleveland .(WGAR) 
Cincinnati..(CWLW) 


“ “ “ “ 






“ “ o “ 





. (WENR) 








8:30 P.M. Central Daylight Saving Time. Chicago. . 


















7:30 P.M. Central Standard Time....... St. Leuis.. .(KWK) 
“ bed bad be ad Cedar Rapids. (KWCR) 
” “Omaha-Council Bluffs. (KOIL) 

os ad Kansas City( WREN) 
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NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue 
NEW YORK, N. Y. 
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Leading Producers 
of The Prudential 


Agencies and Individuals in 
All Sections of Country 
On Honor Roll 


One of the most interesting 
features of the final general 
session of the business con- 
ference held by the Pruden- 
trial Insurance Company of 
America, on Thursday morn- 
ing, April 14, was the an- 
nouncement of the production 
leaders for 1931. 

In the industrial branch, 
the leaders were as follows: 


Industrial Net Increase Per 
Agency 
Superintendent A. W. Stuke, 

New York, 18; 
Assistant Superintendent 
R. T. Kennedy, Brooklyn, | 


H. Alkire, Pasa- 


Intermediate Monthly Pre- | 
mium Net Increase Per 





Agency 


Superintendent E. N. Stark, | 

Los Angeles, 1; 
Superintendent | 
Los | 


Assistant 
R. A. Johannessen, 
Angeles, 1; 

Agent A. Orloff, Los 
geles, 1. 


Ordina ry 


An- | 


Per | 


Net Increase 
Man 


Superintendent A. Lieber- | 
man, New York, 20. | 

Ordinary Net Issue Per Man | 

Superintendent I. Goldstein, 
New York, 9; 

Assistant Superintendent N. | 
Tobias, New York, 9; 

Agent N. Schweiger, Middle- 
town, N. Y. 


Group and Wholesale 


Superintendent T. D. Bart- 
lett, Muncie, Ind.; 
Assistant Superintendent 

G. E. McCoy, Muncie, Ind.; 
Agent D. T. Allen, Cincin- 

nati, 2. 

In the Ordinary branch of 
the business, Assistant Sec- 
retary Chace, who supervises 
that division of the field, 
cited the following as lead- 
ing producers. 

ading Agency—Johnson 

Higgins, in charge of 
Gerald A. Eubank, leading | 
the entire field in both paid- 
for new business and in net 
increase. 
_ Leading Individual Agency 
in Paid-for New Business— 
New York Ordinary Agency, 
in charge of Manager P. Ray- 
mond Garrison. 
, Leading Individual Agency 
in Net Increase—Stuyvesant 
Agency, New York City, in 
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1. A. C. Meeting at Dallas 
(Concluded from page 16) 








a view of appealing to the 
agent or helping him sell 
business. 

Harry Seay, president of 
the Southland Life Insurance 
Company of Dallas, a com- 








charge of Manager Andrew 
Kakoyannis. 

Leading Special Agent— 
The team of Messrs. Wallack 
and Woolf, of the Stuyvesant 
Agency. 

Leading Individual Agent 
—Arthur Finley, of San 
Francisco. 

Leading Individual Agents 
in Matter of Number of New 
Cases — C. . Hearn, of 
Chickamauga, Ga., and W. C. 
Weishar, of Milwaukee. 





pany which does a _ large 
amount of advertising in 
daily newspapers, told the 
conference the era of adver- 
tising for insurance concerns 
is just beginning and the 
next few years should bring 
the best results for the least 
investment. 

Tex Bayless, of Houston, 
said as an agent he finds the 
people are interested as never 
before in insurance. 

Seneca M. Gamble, of 
Chattanooga, told of using 
advertising space to prevent 
policies lapsing, and Charles 
C. Fleming, of Richmond, 
discussed the result of a sur- 
vey on sending out policy- 
holders’ magazines, which he 
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said proved very beneficial. 

David W. Gray, Jr., of Dal- 
las, told of “Some Agents He 
Had Met,” and Don Coates 
spoke of some “Advertising 
Managers He Had Encoun- 
tered.” Henry Camp Harris, 
of Dallas, discussed “How to 
Advertise a Young Com- 
pany,” and William Wisdom, 
of New Orleans, spoke on 
“Sales Promotion.” Others 
making addresses at _ the 
meeting were Alfonso John- 
son and Lorry Jacobs of 
Dallas, Frank S. Ennis of 
New York, Rex B. McGee 
of Jackson, and W. C. Grant 
of Dallas. 

At the close of the con- 
ference Seneca Gamble, of 
Chattanooga, was named 
chairman of the Southern 
District Group. John W. 
Murphy, of New Orleans, 
was elected secretary. 



































HIS RESPONSIBILITIES - 
—and YOURS 


The prospect certainly has them, but the wise 
insurance salesman never forgets his own. 


As an example, consider the sales- 
man who has neglected making 
that “one more” effort to con- 
vince a prospect, and learns that 
the latter has unexpectedly been 
lost to his family before acquir- 
ing protection. 


ee re 








This has happened, and it will hap- 
pen again, but there should be 
an effort to prevent it. 


Che Prudential 


Insurance Companp of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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The Metropolitan 





Life Insurance 





Company has 





almost ------ 


$10,000,000,000 
“> (Ten Billions) 


of Ordinary 
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in force. 





METROPOLITAN LIFE 
INSURANCE COMPANY 


ONE MADISON AVE., NEW YORK, N. Y. 


FREDERICK H. ECKER, PRES. 





Bermuda in August 


A Convention trip to Bermuda this August 
is the reward offered for outstanding produe- 


tion before August first. 





General Agents find our Convention trips 


of great help in building new organization. 





We have a few General Agency openings in 
the Middle West. Can you qualify? 
Philadelphia Life Insurance 

Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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Don’t Miss This Chance! 


When a million dol- 
lar a month producer 
puts in writing how he 
does it so that any 
reader can adopt his 
methods, surely this 
is an opportunity not 
to be overlooked by 
any life insurance 
salesman. This is what 
Charles P. Rogge has 
done and it is all 
available in the new 
book entitled-- 





SUPER-SELLING with ROGGE 


Mr. Rogge has put in this book reproductions 
of the cards he uses in his work, the sales let- 
ters he has found most effective, articles he and 
his associates have written for the insurance press, 
and discussions of his methods by such men as 
Shaemas O’Sheel and “Ad Man” Davison. It 
offers a complete course on selling “big bust 
ness.” . 
Price per copy $3 

THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St., New York 
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lowa Life Underwriters 
Attend Sales Congress 


Geo. H. Chace, E. W. Clark 
and Charles J. Rockwell, 
On Program 


More than 350 Iowa life 
underwriters attended the 
sales congress at the Hotel 
Fort Des Moines, Des Moines, 
last week. E. R. Gray, pres- 
ident of the Des Moines As- 
sociation of Life Underwrit- 
ers, opened the session and 


welcomed nearly 200 out of | 


town underwriters from all 





Prudential Director 


Election of J. H. Bacheller 
as a director of the Pruden- 
tial Insurance Company of 
America was announced at 
the home offices in Newark 
last week following a meei- 
ing of the board. 

For many years, Mr. 
Bacheller was president of 
the Iron Bound Trust Com- 
pany and when it merged 
with the Fidelity Union he 


| became vice-president of that 


| institution. 


| 


sections of the State. George | 


H. Chace, assistant secretary 
of the Prudential, addressed 
the underwriters following a 
luncheon on “The Life Un- 
derwriter’s Contribution to 
Recovery.” He urged that 
each underwriter help to 
make the public familiar with 
the services which life insur- 
ance may perform. E. W. 
Clark, Iowa insurance com- 
missioner, in a brief talk, 
warned the underwriters that 


| 
| 
| 


i 


i 


the agent who knocks a com- | 


peting company promotes 

destruction of all companies 

in the minds of the public. A 

lecture by Dr. Rockwell com- 

pleted the congress. 

Large Production by Equit- 
able of lowa 


The twelfth annual presi- 
dent’s month campaign of | 
the Equitable Life Insurance 
Company of Iowa held each | 


year during March in honor | with 


of President Henry S. Nollen, | 
resulted in total paid-for | 
business in March amounting | 
to $7,528,909, a gain of $1,- 

038,729 or 16.0 per cent over | 
March, 1931. Policyholder | 
business of the month 

amounted to $3,525,499, a 

gain of $684,916 or 24.1 per | 
cent over March, 1931. The 

gain for the year to date in | 
total cash business equals | 
$693,886 or 4.04 per cent and | 
the gain in business from 

policyholders for the same | 
period is $879,100 or 11.7 per | 
cent. 


Western and Southern 
Promotion 


E. E. Eastwood, manager 
of the Chicago Roseland dis- | 
trict of the Western and | 
Southern Life, has been pro- | 
moted to assistant superin- | 
tendent of agencies in the 
home office of the company. | 
He is succeeded by R. Con- | 
ner, who was under Manager 
Eastwood in Chicago. 
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Following the 
death of the late Uzal McCar- 
ter, the new Prudential di- 
rector succeeded to the pres- 
idency of the Fidelity Union. 


|N. Y. L. L. C. Director Talks 


on Depression 


Hon. George B. Cortelyou, | 


former secretary of the Uni- 
ted States Treasury, speak- 
ing under the auspices of the 
New York Life Insurance 
Company of which he is a 


| director, broadcast an ad- 
dress on “Some Aspects of | 


LIFE INSURANCE COMPANY 


the Economic Depression” 
over the WJZ-NBC network 


|at 9.30 p. m., Tuesday, April 


19. 


Dwight G. Holbrook 


Dwight G. Holbrook, the 
dean of the staff of manag- 
ers of the Mutual Life Insur- 
ance Company of New York, 











Our New Agency Plan 
offers unlimited opportunities 
to capable, energetic 


Young Men 


If you are interested in 
a permanent connection in 
Ohio or New York, it will pay 
you to investigate. 


JOHN M. HULL, 


President 


Ll 


FRANK F. EHLEN, 
Director of Agencies 


BUFFALO MUTUAL 


Founded 1872 


452 Delaware Avenue 


Buffalo, N. Y. 





Liquidation Actions 


died at Hartford, Conn., on| Matter for Department 


the 6th instant after an ill- | 


ness of several weeks. 

Mr. Holbrook’s connection 
the company started 
with the actuary’s 


to the position of secretary 


to the vice-president, and in 


1893 was appointed general 
agent at Sioux Falls, S. D., 


the last but one of its man- 
agers who have served the 
company 
His management of the Hart- 
ford agency began with the 


in that capacity. 


year 1906. 


depart- | 
ment in 1884. He progressed 





So Declares Texas Chairman, 


Seeking New Law on 
Receivership 
DALLAS, Tex., April 18.— 
At the next session of the 
Texas legislature a bill will 
be offered placing the liq- 
uidation of insolvent insur- 
ance companies in the hands 
of the State board of insur- 
ance rather than in receivers 
named by various district 

judges. 





W. A. Tarver, chairman 
of the board, says the inter- 
ests of the assured in such 
companies are not always 
safeguarded best under the 
present system, since the re- 
ceivers must draw high pay 
and are frequently inexperi- 
enced in insurance matters. 

He declares with the re- 
cent broadening of the de- 
partment’s work the han- 
dling of the liquidation of 
such companies would entail 
no additional burden. Prac- 
tically all defunct insurance 
companies in Texas are mu- 
tuals. 











EXCLUSIVE 


care of THE SPECTATOR 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 
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Life Underwriters 
Schedule Speakers 





Leading Agents and Com- 
pany Officials Will Take 
Part in San Francisco 
Meeting During Aug. 





Theodore M. Riehle, chair- 
man of the program com- 
mittee of the National As- 
sociation of Life Underwrit- 
ers, has been demonstrating 
his usual energy and enter- 
prise in lining up an all-star 
cast of speakers for the an- 
nual convention to be held 
this summer in San Fran- 
cisco. ‘The association head- 
quarters, at 11 West Forty- 
second Street, New York, 
has released the following 
partial list of those who ad- 
dress the meeting: 


List of Speakers 


Mrs. Mildred Poindexter 
Miller, agent, Penn Mutual 
Life Insurance Company, 
Kansas City, Mo. 

Horace Mecklem, general 
agent, New England Mutual 
Life Insurance Company, 
Portland, Ore. A talk on 
Sales Resistance. 

Hugh S. Bell, genera! 
agent, Equitable Life Insur- 
ance Company of Iowa, Se- 
attle, Wash., and Charles 
Frisbie, agent, New England 
Mutual Life Insurance Com- 
pany, Seattle, Wash., in a 
sales demonstration. 

Frank M. See, general 
agent, Union Central Life 
Insurance Company, St. 
Louis, Mo. Discussion on 
prospecting. 

Frank L. Jones, vice-presi- 
dent, Equitable Life Assur- 
ance Society of the United 
States, New York, N. Y. 
(Ex-president of the Na- 
tional Association.) 

John A. Stevenson, vice- 
president, Penn Mutual Life 


Insurance Company, Phila- 
delphia, Pa. Inspirational 
message. 


Dr. Henry Wireman Cook, 
vice-president, Northwestern 
National Life Insurance 
Company, Minneapolis, 
Minn. A discussion of medi- 
cal problems as they affect the 
life underwriter in the field. 

Henry E. North, third 
vice-president, Metropolitan 
Life Insurance Company, 
New York, N. Y. 

Dr. S. S. Huebner, pro- 
fessor of economics, Wharton 
School of Finance and Com- 
merce, University of Penn- 


Life Insurance 


First Quarter Increase 


The Farmers and Traders 
Life, Syracuse, N. Y., an- 
nounces an increase of 6 per 
cent in new paid-for busi- 
ness during the first two 
months of 1982 over the cor- 
responding period of 1931 
and an increase of 8 per cent 
during the first three months 
of 1932 over the correspond- 
ing period of 1931. 





Celebrating Fortieth 
Year with Home Life 





Vice President Ellis W. 
Gladwin Honored By 
Associates 





Ellis W. Gladwin, vice- 
president of the Home Life 
Insurance Company of New 
York, was the guest of honor 
at a luncheon Monday, mark- 
ing his completion of 40 
years of service with the 
company. Mr. Gladwin was 
|not only presented with a 
service bar to mark this long 
service and a handsome piece 
of antique English silver 
from the officers, but he was 
also presented with tele- 
grams from the agencies 
throughout the country, re- 
porting what was a record 
day’s business for the com- 
pany, in honor of his anni- 
versary. Over 360 applica- 
tions for a total of over $2,- 
000,000 of new business was 
reported for the day. 

Mr. Gladwin has been with 
the Home Life since 1892, 
when he was appointed secre- 


| tary. 








Life Trust Luncheon 


PHILADELPHIA, April 18.— 
The April meeting of the 
Philadelphia Association of 
Life Underwriters will be a 
Life Insurance Trust lunch- 
eon on April 23 at the Belle- 
vue-Stratford and will be 
held in cooperation with the 
Philadelphia Fiduciaries As- 
sociation. The speaker will 
be Gwilym A. Price, vice- 
president and trust officer of 








sylvania, Philadelphia, Pa. 
Discussion on annuities. 
Paul Shoup, president, 


Southern Pacific Lines, Los 
Angeles, Cal. 

Louis H. Roseberry, vice- 
president, Security First Na- 
tional Bank of Los Angeles. 

Roger B. Hull, managing 
director and general counsel, 
the National Association of 
Life Underwriters, New 





York, N. Y. 





DISTRICT MANAGER 





Frank D. Johns 


The Buffalo Mutual Life 
Insurance Company, Buffalo, 
N. Y., announces the ap- 
pointment of Frank D. Johns, 
of Akron, Ohio, as district 
manager for the company in 
the Ohio counties of Wayne, 
Media, Portage and Summit. 
Mr. Johns, who has more 
than fifteen years’ experience 
in life insurance, much of 
which has been in the direc- 
tion of selecting and training 
agents, will have his head- 
quarters in the First Central 
Trust Building, Akron. 








the Peoples-Pittsburgh Trust 
Company, of Pittsburgh, 
whose subject will be the 
“Life Insurance Trusts.” 








Massachusetts 
Mutual Life 


a synonym for 
Quality and 
Excellence in 
Life Insurance 








Massachusetts 
Mutual Life 


Insurance Co. 


Springfield 
Massachusetts 


Organized 1851 


Depression Ever 
Present in Homes 





President Duffield Warns 
Field Men Their Fight 
Against Effects of Ad. 
versity Will Never End 





In his farewell address to 
more than 1000 field repre. 
sentatives who attended the 
closing session of their 1932 
business conference op 
Thursday morning, April 14, 
Edward D. Duffield, presi. 
dent of the Prudential Insur-. 
ance Company of America, 
spoke of the possibilities of 
the coming year and predicted 
a successful twelve months, 

“This depression may be 
over before a twelfth-month 
is past,” he said. “It may be 
over sooner than one thinks. 
But, the mission of the Pru- 
dential man will not be over, 
the obligation and responsi- 
bility that rests upon us to 
provide protection for those 
who need Prudential protec 
tion will not be over. The 
time will never come when 
the security of the family 
will not be dependent upon 
the ability of the breadwin- 
ner to make provision there- 
for. The national depression 
may be over, but the depres- 
sion in the home is and wil 
be an ever-present danger. 

“Let us face this future 
with confidence. This depres- 
sion you and I know will bk 
but temporary. Let us é& 


| termine that to the best a 


our ability we will preventiz 
as many homes as possibles 
depression that will be per 
manent unless you and I @ 
our share to safeguard 
egainst it.” 

Other speakers of the de 
ing session were Vice-Pret 
dent and General Counsel A 
fred Hurrell; Second Vie 
Presidents Henry B. Sutphe 
and John P. Mackin; Assi 
ant Secretary George EB 
Chace, Superintendent Wt 
liam H. Joyce, of 
No. 1, who spoke on bela= 
of the industrial field fore; 
Ordinary Manager A. ¥@ 
Goldman, of Chicago, = 
spoke in behalf of the a® 
nary field force; Assume 
Secretary Evander J. Me 
Iver and Assistant Secreay 
A. E. N. Gray. 

The presiding offer * 
this session was George ¥- 
Munsick, vice-presidemt 








charge of agencies. 











Re 8 w@ey © Mm eB. ee oe ee 2 = Gee Gee Ge ie ee oun 


fay 


8 


° 
i 


Pe BoREEE"BERZER ARES oe wae 





SaGbT ea eae Fee 


— 


rede 


t 


Abies 


« 
m 


Reha ci kes 


Baa 
w San 


Aa 


Receivers Appointed 
for Inter-Southern 
(Concluded from page 15) 


with $487,000 of worthless 
mortgages said to be in the 
Security's portfolio, resulted 
in an impairment of $2,631,- 
195 in its reserves. 

John A. Massen, Chicago 
alderman and attorney for 
the New York Hamburg Cor- 
poration, the principal stock- 
holder of the Security, was 

inted receiver. It was 
revealed during the day that 
control of the company had 
never been fully acquired by 
Machir Dorsey and his asso- 
dates and that the stock had 
reverted to the seller, the 
New York Hamburg Corpo- 
ration. It was generally 
understood that the Key- 
stone Holding Company of 
Hammond, of which 
Dersey also is head, held the 
control. He also was 
president of the Security. 

Another interesting side- 
light is the fact that the 
Security now holds control- 
ling interest in the Northern 
States Life of Hammond. 
The Security held 1,461,333 
shares of Inter-Southern Life 
steck which was carried in 
its statement at $2,841,525. 
On Dec. 31, the company re- 
perted insurance in force of 

2,270,054: admitted assets 
of $10,456,993; net reserve 
ef $8,979,480; capital of 
$250,000 and total surplus of 
$457,330. 

Jadge Lindley also ap- 
pointed Fred E. Hummel as 
Illinois receiver for the In- 
ter-Southern Life. 

The action against the 
Security revealed that the 
company now is licensed in 
only two States and is “op- 
erating in five others by suf- 
framce only.” Illinois can- 
celled its license on April 14, 
it was asserted. 

Other States one by one, 
had been closing their doors 
te the company. 

It was asserted that the 
company has suffered a de- 

ini investment income 
and that it is unable to meet 
current cash demands. The 
petition estimates unpaid 
obligations at $509,940, di- 
Vided as follows: Death 
claims, $173,000; cash value 
claims, $67,440; policy loans, 
$251,500 of which $103,000 
is over 90 days due; policy 
conversions, $6,000; renewal 

$4,000, and accounts 
payable $9,000, of which one- 
is over 90 days due. 

With this receivership a 
bedy blow was dealt to the 
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Salary Savings Experts 


Lamoreaux and _ Evans, 
general agents for the De- 
troit Life Insurance Com- 
pany at Lansing, are not 
only leading the company in 
the amount of salary savings 
insurance sold, but have a 
100 per cent participation by 
their complete agency in the 
salary savings plan of the 
company. 








ambitions of Machir Dorsey 


company with headquarters 
in Chicago. He acquired the 
Inter-Southern Life follow- 
ing the failure of the Rogers 
Caldwell interests and 
caused considerable opposi- 
tion on the part of the in- 
surance commissioners when 
the Inter-Southern Life stock 
was placed in the Security. 
- = ” 





Kentucky Receivers 
FRANKFortT, Ky., April 19. 


| —Fred Hummel has been ap- | 


pointed receiver for the In- 
tersouthern Life Insurance 
Company of Kentucky and 


John A. Massen receiver for | 


the Security Life Insurance 
Company of America by the 
| Federal Court in Chicago, 
|Ill., the insurance depart- 
ment of Kentucky is advised 
|today the receiver of the 
| Security Company was ap- 
Emma H. Rhembarger of 
| Virginia and of the Inter- 
| southern on the application 
iof J. H. Edwards of Ham- 
imond, Ind. The Security 
| Life owns one-half of the 
|stock in the Intersouthern. 
Its license to do business in 
| Kentucky has been cancelled. 


Addresses Dallas Agents 


Dauuas, Tex., April 18.— 
|Theo. M. Green of the 
| George Lackey agency of the 
| Massachusetts Mutua! 
jagency at Oklahoma City 
| was the chief speaker at the 
| regular meeting of the Dallas 
| Life Underwriters Associa- 
jtion. Every old line life com- 
pany operating in Dallas had 
one or more representatives 
lat the meeting. George 


White presided. 


Home Life G. A. 
| Walter C. Barney has been 


| appointed general agent for | 


the Home Life Insurance 
| Company of New York at 
Providence, R. I., with juris- 
diction over all of Rhode Is- 
land and Bristol and Barn- 
stable Counties in Massa- 
| chusetts, 


to build a huge life insurance | 


| pointed on the application of | 


| Railroad Men Victims 
| of Insurance Swindle 


a of Fictitious New 


_ York Company Collect Coin 
For Policy Loan Service 


| Indianapolis police have 
|nipped in the bud what 
promised to be a gigantic in- 
| surance swindle, with the in- 
|surance department of the 
| four railroad brotherhocds 
the means of approach and 
| railroad men in general the 
victims. Robert F. Erwin, 
Peru, Ind., is in jail charged 
| with obtaining money under 
false pretenses. On a fake 
insurance proposition in 
|which he promised large 
|amounts of money on in- 
| surance policies held by his 
|victims, he admitted in a 
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| signed statement he obtained 
nearly $1,000 in Peru, An- 
derson and _ Indianapolis. 
And he had just started. 
Detectives seized a large 
amount of printed matter, 
receipt books, membership 
acknowledgments and  bro- 
chures. The company was 
alleged to be the Policy Loan 
Association of New York 
City, N. Y., Inc., a fictitious 
company Erwin said existed 
only in his imagination. 
Erwin’s victims were mem- 
bers of the railroad brother- 
hoods and he told them that 
if they held an insurance 
policy in any of these organ- 
izations he could obtain for 
them a loan representing al- 
most the total amount of the 
policy. In a receipt book, 
detectives found names of 67 
railroad men all of whom 
had taken out memberships. 
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closed 
1931 with no 
bond, in its long list 
of bond holdings, in 


default as to principal 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J ARNOLD. pacswext 


STRONG~ MinneapolisMinn. ~LIBERAL 























Programming Service 


“Seven Keys to Contentment,” the Com- 
panys programming booklet, was 
awarded first prize for insurance booklets 
at the Insurance Advertising Conference. 


Thousands of requests have been received 
at the Home Office for copies of the 
booklet—a real selling wedge for Provi- 
dent Field Men. 








Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 












































Policies That Sell 


That fit present day conditions are 
the tools that officers of the Shenan- 
doah have put in the hands of 


their field force. 


A 50% increase of insurance in 
force in the last two years tells 
the story. If you are not get- 
ting yours, maybe there's 
a reason. 


rite Chas. E. Ward, 
Vv. P. in charge of 
Agencies. 







Agencies wanted 
throughout the 
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DEVOTED ¢o the 


ideals of family security and in- 
dependence. . . 


ADAPTED to and in 


harmony with modern agency 
and underwriting practices that 
protect the interests of the field- 
man and the policyholder. 







SECURITY LIFE 


INSURANCE COMPANY 
OF AMERICA 







Executive Offices: 
One Thirty Four North La Salle Street 
Chicago 
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Dominant in the West 






























Home Office: 


COMPANY in an expanding mood. 

with a splendid background of 
achievement, and the largest guaranteed 
cost company west of the Missouri 
River. It keeps a step ahead in extend- 
ing modernized life insurance service. 
Family Income, Retirement Annuity, 
Business Protection and Juvenile Con- 
tracts, in addition to all standard forms. 
Non-medical written. 


Liberal contracts and that better 
Home Office service for agents. 


Insurance in force over $265,000,000 
Admitted Assets over $43,000,000 








California-Western States 
Life Insurance Co. 


Sacramente 
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Research Bureau School 
Planned for West Coast 


Two-Week Course Will Be 
Given at University of 
Oregon June 6-17 


In order that agency build- 
ers of its member companies 
ting in the far western 

and coastal States might have 
an opportunity to study 
sound agency building prin- 
ciples and methods without 
the imconvenience and ex- 
pense incurred by the neces- 
sity of their having to come 
at least half way across the 
United States, the Life In- 
surance Sales Research Bu- 
reau will conduct a two-week 
school at the University of 
Oregon at Eugene, June 6 to 
17, inclusive. | 
Heretofore it has been nec- | 
essary for agency builders 
in those States to come to 
Evanston, Ill. for the Bu- 
reau’s cause in agency man- | 
agement, but so great has 
been the demand for a simi- 
lar school at a more conve- 





nient location for the opera- 
tors of western agencies that 
it was decided to accede to 
these requests this year and 
present one of the 1932) 
schools at a point easy of ac- | 
cess by those living on the 
coast. 

The present two-week 
course of the Bureau is an 
outgrowth of these lecture 
courses which originated in 
1927. These courses concen- | 
trated attention on agency 
building, but were not suf- 
ficiently comprehensive to 
consider and solve specific 
problems. The two-week 
course goes a step further 
and offers definite training 
in the application of the or- 
ganized information of the 
leeture courses to specific 
agency building problems. 


Trust Graduation Exercises 


Cuicaco, April 18.—The 
graduation exercises for the 
members of the Fourth Life | 
Trust Institute will be held | 
April 27 in conjunction with 
the April meeting of the Chi- 
tago Association of Life Un- 
derwriters. The meeting will 
be held at 6.15 p. m. at the 
Bal Tabarin. 

The Life Trust Institute is 
Sponsored jointly by the 
downtown trust companies of 
Chicago and the Life Under- 
Writers and fifty-seven are 





“xpected to complete the 
Work this year. 
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Home Life Change in 
Denver, Colo. 


A. E. Liverman, for thirty- 
seven years with the Home 
Life Insurance Company of 
New York, at Denver, Colo., 
has retired as Denver general 
agent, being succeeded by 
Arthur A. Butler, who was 
formerly Denver general 
agent for the Continental 
Assurance. 

Mr. Liverman is one of the 
veteran life underwriters of 
Denver and one of the out- 
standing men in the Rocky 
Mountain field of the past 
quarter century. He will 
continue with the Denver 
office of the Home Life, to 
care for his personal busi- 
ness. The agency is moving 
its offices to Room 210, First 
National Bank Building, 
Denver. 
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(Concluded from page 15) 

NEW PAID-FOR LIFE INSURANCE—EXCLUSIVE OF RE- 
VIVALS, INCREASES AND DIVIDEND ADDITIONS— 44 
UNITED STATES COMPANIES 
(These companies have 82 per cent of the total business outstand- 
ing in all United States legal reserve companies) 

1931 1932 
over 


over 
1930 1931 
Per Cent Per Cent 
—16.4 
—18.0 
—18.6 


—17.8 


1931 1932 
ORDINARY INSURANCE 
55,000 $595,652,000 $615,376,000 
35,000 599,462,000 *576,369,000 

35,000 719,746,000 593,031,000 


$2,328,125,000 $1,914,860,000 $1,784,776,000 
INDUSTRIAL INSURANCE 
$214,320,000 $217,552,000 
208,888,000 220,568,000 
246,663,000 251,059,000 
$669,871,000 $689,179,000 
GROUP INSURANCE 
$78,363,000 $111,920,000 
103,587,000 35,122,000 
61,919,000 45,574,000 
$243,869,000 $192,616,000 
TOTAL INSURANCE 
$888,335,000 $944,848,000 
911,937,000 *832,059,000 
1,028°328,000 889,664,000 


$3,220,857,000 $2,828,600,000 $2,666,571,000 


Month 1930 


Jan, $ 
Feb. 


3.3 
—3.9 
Mar. > 


712,8 
730,7 
884,5 





$218,027,000 —1.7 
12,813,000 
64,415,000 


$695,255,000 


2 
2 
2 





$64,313,000 
59,930,000 
73,234,000 





$197,477,000 
$995,195,000 


1,003,478,000 
1,222,184,000 
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The Formula of Success 


Life Insurance can be explained in plain, every- 
day language. The facts can be simply stated. 


People need to be told about life insurance by one who 
knows life insurance and its adaptability. Salesmen of 
integrity, ability and courage who will work systemati- 
cally and plainly state the facts of life insurance service 
will be Masters of their craft and successful. 


THe Mutua Lire or New York, with its long history 
of increasing success, offers opportunity. It writes An- 
nuities and all Standard forms of life insurance. Double 


Indemnity Benefits. 


It has many practices to broaden 


and expedite service for Field Representatives and for 


Policyholders. 


Those contemplating engaging in life insurance field 
work as a career of broad service and personal achieve- 


ment are invited to apply to 


- The Mutual Life Insurance Company 


34 Nassau Street 


DAVID F. HOUSTON 


President 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
Vice-President and Mgr. of Agencies 





Life Insurance 
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ERHAPS it is because of a hope to 
escape thinking about “depression” 
that what once were termed brain 
teasers seem to be rather popular at 
present. A young gentleman from the 
printers just informed us, while he 
waited for copy, that there were two 
Indians on a hill, a tall one and a short 
one. The short one, he asserted, was 
the son of the tall one but the tall one 
was not the father of the short one. 
What was the answer? We all told 
him that was too easy to bother with, 
so he told another and that also failed 
to stump the editorial brains. 
* * * 
IDDLES like that remind me of a 
problem I heard years ago and 
which, as I recall, was said by Lord 
Salisbury, or some other English peer, 
to be an excellent test of a person’s 
intelligence. The story, as I recall, 
was something as follows: 
* * * 
T was during the Paris Exposition. 
A young English woman and her 
mother, who had been touring in the 
Far East, came to Paris. They arrived 
in the evening and took a cab to a 
hotel where they registered and were 
assigned to rooms. ‘The mother was 
not feeling very well so the young 
woman remained with her until she 
went to bed. Then she returned to her 
own room. In the morning she went 
to her mother’s room but received no 
reply to her knock. The door was 
locked. She called a maid who asked 
why she wanted to get in that room. 
She explained, but the maid did not 
appear to understand. She said the 
room was vacant and had been all dur- 
ing the preceding night. 
* . * 
ONPLUSSED, she appealed to the 
hotel manager who told her the 
same thing and also assured her that 
she had come to the hotel alone the 
night before. He showed her her regis- 
tration and there was none for her 
mother. She was allowed to enter the 
room, which she remembered well, but 
everything in it was different than she 
recalled. The cab driver was found 
who had brought her from the station 
to the hotel. He insisted she was alone 
and that the only luggage he had seen 
was hers. So, as far as the young 
woman was concerned, the matter 
ended. She returned alone to England, 
and I believe, went mad. The intel- 
ligent person, I have been told, will 
at once give the explanation. 


Fire Insurance 





The Home Insurance 


Company of New York has recently 
presented silver medals to the follow- 
ing nine agents in recognition of their 
25 years’ representation of the com- 
pany: A. L. Parsons, Lidgerwood, 
N. D.; George G. Hutchinson, 
Lake City, Iowa; Joseph Campbell, 
Coal City, Ill.; Louise Delamain, 
College Point, N. Y.; Van Hornbeck, 


e) = 





’.; J. E. Bachmore, 
D.; W. A. Penner, 
James W. Webb, 
Maurice D. Rosen- 
berg, Washington, D.C. The Frank- 
lin Fire Insurance Company, a 
member of the Home Group of com- 
panies, recently presented to Edwin 
W. Schultz of the Schultz & Costello, 
Inc., Agency, of New Britain, Conn., 
a silver medal for a quarter century 
of continuous service with the com- 
pany. Mr. Schultz was formerly 
chairman of the committee on insur- 
ance in the House of Representatives 
in the State of Connecticut and is at 
present chairman of the Committee 
on Insurance of the Connecticut 
Warehousemen’s Association. He has 
been in the insurance business for the 
past 34 years. 


Monticello, N 
Stickney, S. 
Beatrice, Neb.; 
Massena, N. Y.; 


* * * 


The Western Department 


of The American Insurance Co. of 


MAT TERS 


IN FIRE 





INSURANCE 


intendent of Agencies in the Western 
office as noted on another page in this 
issue of The Spectator. Mr. Me 
Farland joined the company in April, 
1930, as special agent for Kansas, as. 
sisting R. A. Gamble, State agent, 
Immediateely following Mr. Gamble’s 
transfer to the Automobile Depart. 


ment at the Rockford office, Mr 
McFarland was appointed State 
agent to succeed Mr. Gamble. Be. 


cause of his success in this capacity, 
he has been given this new and bet- 
ter field. Herbert E. Doering will 
continue as Special Agent in Minne- 


sota, assisting Mr. McFarland. 


Hicks and Folonie, 
the well known law firm of Chicago 
which specializes in insurance work, 
has moved its headquarters from the 
Illinois Merchants Bank Building to 
105 West Adams Street. This firm 
represents the Western Underwriters 
Association and numerous individual 
insurance companies, especially fire 
Robert J. Folonie and E. J. Hicks 
have been active in the premium rate 
litigation in Missouri, Kentucky, 
Kansas and other States and former- 
ly were active in the litigation ind- 
dent to the famous Hanover tax ca 
in Illinois in which tax ferrets sought 
to gouge the insurance companies, but 
failed. 


+ * a 
Next Monday wil 
mark the fiftieth anniversary @ 


Thomas Brothers, of Scranton, Pa, 


Newark at Rockford, Ill., announces “is representatives of the Glens Fals 


that John G. McFarland, formerly its 
Kansas State Agent, has been trans- 
ferred to a similar position in Minne- 
sota, effective as of May 1. This 
transfer is occasioned by the vacancy 
caused by former Minnesota State 
Agent Theimer’s promotion to Super- 


Insurance Company of Glens Fall, 
N. Y., and Chester A. Thomas at 
Everett D. Thomas are now the 
ing figures in the agency which for 
half a century has been conducted by 
three generations of the Thoms 
family. 
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Fiftieth Annual of 
N. Y. Association 


Silver Anniversary To Be 
Held at Syracuse, May 
24-25 


The fiftieth annual con- 
yention of the New York 
State Association of Local 
Agents to be held May 23-25 
at Syracuse will be opened 
Tuesday morning, May 24, 
with an address of welcome 
by Henry H. Wadsworth, 
president of the Syracuse 
Underwriters Exchange, to 
which J. W. Rose, of Buffalo, 
chairman of the executive 
committee, will respond. The 
directors will meet that 
morning and a novel feature 
of the convention will be the 
two breakfast discussions, 
one on Tuesday morning on 
casualty insurance and the 
second the following day on 
fre insurance. Among the 
speakers will be Lawrence 
Daw, manager of the Syra- | 
cuse division of the New 
York Fire Insurance Rating 





Organization, who will speak 
on “Fifty Years of Fire In- | 
surance Rating”; Walter H. | 
Bennett, secretary-counsel of | 
the National Association of | 
Insurance Agents, on “The | 
Convention’s Business,” Al. | 
bert Dodge, national coun- | 
sellor; Rockwood B. Hosmer, 
president of the Illinois =| 
sociation; George F. Kern, 
president of the New York 
City Organization of Local 
Agents, and J. J. Hall, di- 
rector of street and highway 
safety of the National Bu- 
reau of Casualty & Surety 
Underwriters. 


Western Underwriters Asso- 
ciation Annual Meeting 


ASHEVILLE, N. C., April 20. 
—Officers selected at the an- 
nual convention of the West- 
ern Underwriters Associa- 
Son, which closes today | 
were: President, W. D. Wil- 
liams, Rockford, Ill.; vice- | 
Presidents, J. A. Campbell, | 
New York, and E. A. Henne, 
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Trustees of the Insurance 
Executives Association 


A board of trustees 
composed of fifteen mem- 
bers has been elected by 
the Insurance Executives 
Association of which the 
chairman is Richard M. 
Bissell, president of the 
Hartford Fire Insurance 
Company, and William 
Kurth, president of the 
Home Insurance Com- 
pany, is vice-chairman. 
The other members of the 
board are as follows: C. 
Weston Bailey, president, 
American Insurance Com- 
pany; George C. Bulkley, 
president, Springfield Fire 
& Marine Insurance Com- 
pany; Ralph B. Ives, pres- 
ident, Aetna Insurance 
Company; Fred W. Ko- 
eckert, United States 
manager, Commercial 
Union Assurance Com- 
pany; William H. Koop, 
president, Great Ameri- 
can Insurance Company; 
Otho E. Lane, president, 
Fire Association of Phila- 
delphia; Frank D. Lay- 
ton, president, National 
Fire Insurance Company; 
J. B. Levison, president. 
Fireman’s Fund Insur- 
ance Company, San Fran- 
cisco; Edward Milligan, 
president, Phoenix Insur- 
ance Company; Benjamin 
Rush, president, Insur- 
ance Company of North 
America; Cecil F. Shall- 
cross, United States man- 
ager, North British & 
Mercantile Insurance 
Company; Ernest Sturm, 
chairman, board of direc- 
tors, Continental Insur- 
ance Company; Harold 
Warner, United States 
Fire manager, Royal In- 
surance Company. 











Chicago; manager-secretary, 
Charles F. Thomas, Chicago. 
The convention adopted a res- 





Paul L. Haid Heads Ins. 


Executives Associaton 


President of America Fore Group of Companies Re- 


signs to Accept Position Termed Most Important 
and Dignified in Insurance World 


Paul L. Haid today resigned as president of the 
companies in the America Fore Group to take up 
his duties as the head of the Insurance Executives 
Association to which office he was elected last Fri- 
day at a meeting of the Association held in New 
| York. When seen early this week by a representa- 


tive of THE SPEecTaATor, Mr.® 


Haid explained that he was 


| not yet prepared to go into 


| 
| 





detail regarding his plans in 
connection with his new po- 
sition because of the great 
pressure of many matters in 
connection with his leaving 
the American Fore com- 
panies. It is understood that 
Mr. Haid’s contract with the 
association is for a period of 
five years. 

Rumor in the insurance 
world is that B. M. Culver, 
first vice-president of the 
companies in the American 
Group, will probably be of- 
fered the presidency that Mr. 
Haid is relinquishing. 

Mr. Haid’s appointment as 
head of the Insurance Execu- 
tives Association has ap- 
parently furnished a most 
acceptable solution to the 
problem which has con- 


| fronted the governing com- 


| mittee of the 


Association 


| since it began working last 


fall to secure the very best 


| man available for the posi- 


olution stating that the in-| 


terests of companies are best 


| served by extending support 


to company owned organiza- 
tions in the adjustment of 
loss claims. 


tion. 

From the time Chairman 
Richard M. Bissell, president 
of the Hartford Fire Ins. 
Co., and his associates on the 
committee were appointed, 
the rumors were many and 
varied as to the person who 
would be selected. At one 
time it was said he would be 
a prominent man in no way 
connected with insurance, at 
another various persons were 
named as under considera- 
tion. But while many promi- 








nent men of distinguished 
ability were discussed the 
executives came to the con- 
clusion that one of their own 
number was best qualified 
for the task the position 
would impose. It is not a 
misstatement to call the po- 
sition one of the most dig- 
nified and important in the 
fire insurance world. 

As has been stated, the 
Insurance Executives Asso- 
ciation aims at reforms and 
economies in the methods 
and practice of conducting 
the business of fire insurance 
and its allied lines, a better 
adaptation of forms of cov- 
erage to the changing needs 
of manufacturers and busi- 
ness men and at devising 
ways and means whereby the 
fire insurance companies may 
render better service to the 
insuring public and may con- 
duct their operations more 
efficiently. Simplification of 
rating procedure and better 
adaptation of rates “to the 
interests of various localities, 
classes of business and indi- 
vidual owners” are among 
its major purposes. 

The association is com- 
posed of fifty chief execu- 
tives of 160 fire insurance 
companies, writing about 
$600,000,000 in premiums per 
year, or about 75 per cent 
of all fire insurance written 
in the United States. 

It is believed that the po- 
sition for which Mr. Haid 


(Concluded on page 29) 
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R.E.Curray Heads 


Inter-Ocean Re. 


Succeeds the Late Dr. Lord; 
Other Officers Ad- 
yanced by Directors 


Following the death of Dr. 
Richard Lord, president of 
the Inter-Ocean Reinsurance 
Company, of Grand Rapids, 
lowa, the board of directors 
announced at its meeting 
held last week the election of 
Roy E. Curray, formerly sec- 
retary of the company, as 
president and chief executive 
officer. The directors also an- 
nounced that Karl P. Blaise, 
formerly assistant secretary, 
had been elected vice-presi- 
dent and secretary 
member of the board of direc- 
tors. J. L. Campbell was 
elected assistant secretary. 

Mr. Curray was born in 
Batavia, Iowa, June 24, 1889. 
He is a graduate of the Har- 
yard Law School and prac- 
tied law in Des Moines, 
lowa, for several years. 
After serving overseas dur- 
ing the war he became con- 
nected with the Insurance 
Department of Iowa in 1919. 
In 1920 he joined the staff of 
the Inter-Ocean as office 
manager and later became 
assistant secretary, which 
position he held until he was 
elected secretary in April, 
1922. He has served as a 
director of the company since 
January, 1922, and as a 
member of the executive 
committee since January, 
1929. During the eleven 


J. L. CAMPBELL 
Assistant Secretary 
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ROY E. CURRAY 


President 


with the Inter-Ocean he has 
been closely associated with 
| the late Dr. Lord in the man- 
agement of the company and 
has had an active part in 
framing the policies and es- 
tablishing the reinsurance 
connections of the _ Inter- 
Ocean. 
Mr. 
| Toledo, 
1890. 
with the Insurance Depart- 
ment of Iowa in 1914 and 
continued with that depart- 
ment as examiner and later 
as chief examiner until June, 
1925, except for one year 
| with the A. E. F. during the 
war. After devoting three 


in 
16, 


Blaise was born 
Iowa, March 


years of active work to the | 
| ing and loan associations that 


fire and casualty lines in a 


home office capacity he joined | 
| ness must be licensed as such 


the staff of the Inter-Ocean 
as assistant secretary in 
January, 1929. During the 
years he has been with the 
| Inter-Ocean Mr. Blaise has 
been active both in the field 
and the home office 
| company. 


Mr. Campbell was born in | 


Nevada, Iowa, June 17, 1901. 


| He began his fire insurance | 
| experience with the Farmers | 


Insurance Company of Cedar 
Rapids in 1922 and served 
| with the underwriting de- 
|partment of that company 
|}and of its successor in the 
| American Fore group until 
1/1925. In November of that 
|year he returned to Cedar 
Rapids to accept a position 
| with the Inter-Ocean and he 
| has been in charge of the 
|underwriting and loss de- 
|partments of this company 
since that time. 

The 





| announced that there will be 


years Mr. Curray has been | sad 


| management or policies of 


| additional important rulings 
| fication law, have been issued 


| partment. 
He became connected | 


| applies for a license it will 
| be 
| from the Federal authorities 
| be placed on file stating that 


| uals 


of the | 


| Thursday of this week. 





Board of Directors | president; W. G. Herb, North 


KARL P. BLAISE 


Vice-President and Secretary 


change in the control, 





the company. 


Iilinois Qualification Law | 


Cuicaco, April 18.—Two 


relative to the agents’ quali- 


by the State insurance de- 
One holds that where a 
U. S. government employee 


necessary that a letter 


it is in order for the ap- 
plicant to become an insur- 
ance agent. 


The other holds that build- 
engage in the insurance busi- 


and that the former practice 
of issuing licenses to individ- 
who act on behalf of 
such associations, will be dis- 





continued. 
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Special Agent for the 
American 


Karl P. Theimer, formerly 
special agent for the Amer- 
ican Insurance Company of 
Newark in Minnesota, has 
been appointed superintend- 
ent of agencies in charge of 
mercantile underwriting in 
the company’s Western office 
in Rockford, Ill. Mr. Theimer 
was born in Owatonna, 
Minn., in 1883. He entered 
a local agency as insurance 
clerk in 1901. In 1902 he 
entered a law office in Mil- 
bank, S. D., where he re- 
mained until he returned to 
Owatonna in 1906. He 
started a local agency that 
year, and in 1908 purchased 
one of the oldest agencies in 
the city. In connection with 
Mr. Theimer’s local agency 
work, he did some per diem 
work in North Dakota for 
the American in 1913, and in 
1914 was appointed special 
agent for the company. 


| Annual Meeting of Sprinkler 


Leakage Conference 


At the annual meeting of 
the Sprinkler Leakage Con- 
ference held last week in 
New York City, W. B. Bur- 
chell, secretary of the Com- 
mercial Union Insurance 
group, was elected chairman. 
Other officers elected were: 
T. F. Myring, secretary Atlas 
Ins. Co., vice-chairman; P. 
M. Brink, assistant secretary 
Southern Fire Ins. Co., secre- 
tary; D. G. Stone, secretary 
Aetna Casualty & Surety Co., 
treasurer. E. V. Stark- 
weather, superiztendent im- 
proved risk department of 
the Royal Insurance group, 
and H. C. Klein, superinten- 
dent improved risk depart- 
ment of the New York Un- 
derwriters Ins. Co., were 
elected to serve on the exec- 
utive committee. 





Chicago Examiners Ass’n 


Elects Officers Today 


America, for secretary; J. B. 


Cuicaco, April 19.—With 
two tickets in the field, all is 
in readiness for the annual 
political campaign and elec- 
tion of the Association of 
Fire Insurance Examiners on 


W. G. Daniels of the 
America Fore is the choice 
of both for president but 
there the unanimity ends. 
The Blue ticket is sponsoring 
R. J. Petrick, Atlas, for vice- 





O’Connor, National, for 
treasurer; and H. M. Watt, 
Marsh and McLennan, and 
Walter Skow, Fireman’s 
Fund, for directors. 

The Red ticket is sponsor- 
ing F. O. Hubbard, America 
Fore, for vice-president; W. 
Kruse, Springfield, for secre- 
tary, N. F. Lenz, Hartford, 
treasurer, and H. Stiles, 
Great American and P. A. 
Magnuson for directors. 
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p. L. Haid Heads 
Ins. Executives 


(Concluded from page 25) 


has been chosen will assume 
an importance in the fire in- 
surance industry exceeding 
any such position hitherto 
created. His power will be 


far reaching and his rulings | 


and decisions will have a 
tremendous influence on the 
fre insurance business of the 
country. 

The committee, in nominat- 
ing Mr. Haid for the posi- 
tion, said that it is doubtful 
whether there is another in- 
surance executive in the 
country who possesses a 
more thorough knowledge of 


the manner in which the busi- | 
ness is conducted in all parts 


of the country or who appre- 
ciates more fully the changes 
in plans and methods which 


interests of stock fire insur- 
ance companies and to sim- 
plify and improve the service | 
which the great industry | 
renders to the public. 
Mr. Haid, was born Sept. | 
25, 1887, at New Castle, Pa., | 
and received his education in | 
public schools at Barberton, | 
Ohio, and later at Belmont | 
College in North Carolina. | 
His insurance career, which 
has been spectacular even to 
those most closely associated 
with him, began in 1904, 
when as a boy he got a job 
im an insurance agency at 
Pittsburgh. In the following | 
four years he served two 
other local agencies at Pitts- 
burgh in positions of increas- 
ing importance, and in 1910 
transferred from the agency 
te the company end of fire 
insurance when he was ap- 
pointei special agent for the 
Girard Fire & Marine Insur- 
ance Company of Philadel- 
phia to travel the western | 
Pennsylvania and West Vir- 
ginia territories. Two years 
later he went with the old | 
Philadelphia © Underwriters | 
(mow the Philadelphia Fire | 
amd Marine Insurance Com- 
pany), as special agent in 
western Pennsylvania, and 
m 1914 joined the Fidelity- 
ix Fire Insurance Com- 
pany of New York, one of 
important members of | 
Me America Fore Group, | 
m the same territory and 
with the same title. 
He was called to the home 
in New York four years | 
* as executive special | 
agent for the Continental, | 
-Phenix and Ameri- | 


are required to promote the | 
| 





| Companies, being made assis- 


| tant secretary of all of them 


the following January, and 
assistant to the president in 
1920. The president at that 
time was the late Henry 
Evans, for many years a 
noted and successful figure 
in fire insurance, under 
whom Mr. Haid served di- 
rectly as assistant from 1920 
until Mr. Evans’ death in 





1924. Late in 1921 Mr. Haid 


| was elected vice-president of 


the Continental Insurance 


| Company, three years later 


succeeding Charles R. Street, 
now of Chicago, as president 


| of the Fidelity-Phenix Fire 


Insurance Company, and in 
November, 1924, was elected 
president of all the com- 
panies in the America Fore 
Group. 





| formation. 


Moody’s Banks and Finance 


The second of the five vol- 
umes comprising the Moody’s 
Manual Service is just from 
the press. It deals with 
banks, investment trusts, in- 
surance companies, finance, 
mortgage and real estate 
enterprises both American 
and foreign. It was first is- 
sued in 1928 and met with an 
immediate response from in- 
vestors, bankers and others 
interested in the _ subject. 
Since that time its yearly ap- 
pearance is eagerly awaited 
for it is unique in containing 
so much up-to-date informa- 
tion on so many subjects. 
The present volume has over 
three thousand pages and it 
is no exaggeration to say 
that it is invaluable to those 
who have need for such in- 
Among the spe- 








Fire Loss for March 


The National Board of 
Fire Underwriters reports 
the estimated fire loss for 
the month of March as to 
$49,189,124, which is $9,364,- 
502 more than the February 
loss. The total loss for the 
three months of this year is 
estimated at $128,238,529, as 
compared with $129,940,862 
for the same period in 1931. 








cial features of this year’s 
volume may be mentioned the 
sections devoted to merged 
banks, American banks clas- 
sified by resources, American 
and Canadian investment 
trusts, securities with pur- 
chase warrants, convertible 
securities and participating 


| securities. 











resources: 
Real Estate 
First Mortgages on Real 


All other 


Policyholders 


Total Liabilities 


June 30, 
December 
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For the purpose of meeting its “Liabilities” 


1931, 
31, 1931. 
Surplus to Policyholders 

(Market Values as of December 31, 1931) 


Surplus to Pollcyholders. ........--ceeseeeeeeeeee 
(Insurance Commissioners’ Convention 


150 WILLIAM STREET 


THE LIVERPOOL & LONDON & GLOBE 
INSURANCE COMPANY LTD. 


UNITED STATES BRANCH 
Financial Statement 
December 31, 1931 


ASSETS 
the “L 


Pi icdudees twadeahae ent oewn cone 
Government, State, Municipal and County Bonds...............0.eseeee08: 
Railroad and other Bonds and Stocks 
CO Be BD GD Gn c co cc ccc cecccewecccccccecconccetssdecveasbanies 


Total Assets in the United States for the Special Protection of American 
shee éeeeebes obekehnd 6a eene data 4es0ecsacuntapnashseaee $20,455,893.46 


LIABILITIES 


RESERVE—for unearned premiums, representing the premiums for the 
unexpired term of policies in force on December 31, 193 
RESERVE—for losses: Substantially all current losses not yet due and in 
process of adjustment 
RBESERVE—for Federal, State and other taxes in respect of 1931 business. 
RESERVE —for all other items of incurred liability 
*RESERVE—for depreciation in securities 
De Lideha Cb vabbeewdstaticbe cs ie dees cates ck 66en eee 916,429,231.89 
The ene between the Assets and Liabilities leaves a NET SUR- 
a Ce” pa novedéeedkuatdenenc ch ee6ecd0be60 5 Go<cws ousntebee@haesaeaneel 


*NOTE: This Reserve represents the difference between 
the values of securities as defined by the National Con- 
vention of Insurance Commissioners on the average as of 
Market Values as of 


and the Actual 
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& L & G” has the following 


Rc ccccescocencs $11,035,294.03 


** 


eeeece «++ -84,026,661.57 
ecedecoces $7,321,259.57 

Values) 
NEW YORK 






707,576.00 
357,246.48 
3,491,071.00 
12,160,898.00 
1,696,604.73 
2,042,497.25 


1,442,209.06 
360,279.86 
296,850.94 
3,294,598.00 


4,026,661.57 
$20,455,893.46 
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Censulting Actuary 
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J. Charles Seitz, F. A. I. A. 
Consulting Actuary 


Author “A System and Accounting for « Life 
Insurance Company” 










Attention to 
Legal Reserve, Fraternal and Assessment 
Business—Pensions 
228 Nerth La Salle Street, Chicage, Ill. 
Phone Franklin 6559 








ALEXANDER C. GOOD 


Consulting Actuary 
615 Central Trust Bidg., 
Jefferson City, Mo. 
and 800 Security Bidg., Kansas City, Me. 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 








Omaha 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street 
CHICAGO 





Reduce Your 
Lapses and Loans 


Use Leaflets as an enclosure with your 
premium notices 


Conservation Leaflets te Reduce Lapsation 


AT THE END OF THE ROAD—It proves by 
those who watch at the bedside of the dying 
that a man’s last thoughts are not of himself 
but of his family. Price, 1000 copies. $35.60, 

BEST PROPERTY YOU OWN—Disposes of al 
the stock arguments of the policyholder whe 
wants to drop his life insurance. Price, 1009 
coples, $22.50. 

HARD TIMES—It points out that a man's wife 
and children are his preferred creditors and 
that when times are hard other debts can 
stand, if need be, for by every law of love 
and right and justice, wife and children come 
first. Price, 1000 copies, $25.00. 

HOW HOPES ARE SHATTERED—Sevreral 
touching instances are given where the lapse 
of a policy has meant great hardship to the 
dependents of the assured. Price, 1000 copies, 
$35.00. 

THE LAST LINE OF DEFENSE—Mr. Nach’s 
last leaflet impressing upon the policyholder 
the value of main‘aining his policies in force, 
Price, 1000 copies, $30.00. 

A WIDOW'S AWAKENING—A folder in- 
pressively portraying the sad awakening of 
a widow to the fact that the policy she 
thought was in force had been lapsed. Price, 
100@ copies, $25.00 

WHY WE DON'T LIVE FOREVER—Millicns 
of copies have gone out with premium notices, 
It is also effectively used by many agents ip 
soliciting. Price, 1000 copies, $25.00. 


Conservation Leaflets to Reduce Loans 
BORROWING FROM MARY—The purpose of 


the leaflet is to discourage a policyholder 
from borrowing on his insurance and ale 
to induce him to repay any loan he may 


previously have made Price, 1000 copies, 
$30.00. 


BORROWING ON YOUR LIFE INSURANCE 
—Points out the fallacy of making a loan @ 
a life insurance policy An excellent leaflet 
for use to discourage applicants for a lean. 
Price, 1000 copies, $30.00. 

HAVE YOU A LOAN ON YOUR LIFE im®- 
SURANCE?—This leaflet points out 


great abuse of the loan privilege by polic- 
holders, showing it to be detrimental to the 
interests of the insured, the beneficiary and 
the cause of life insurance generally. Price 


1000 copies, $30.00 

SOME DON'TS OF LIFE—An effective array 
of arguments in favor of life insurance pre- 
tection. The briefness and directness of each 
“Don't’’ make this an excellent piece of Ife 
+ propaganda. Price, 1000 copies. 


WHAT LIFE INSURANCE MEANS If 
DAILY LIFE—Showing the importance of 
life insurance in everyday life, ideal for beth 
prospect and policyholder. Price, 1000 capies, 
$35.00. 

Attractive discount in larger quantities. 


Your imprint on lest page without additions! 
cost. 


THE SPECTATOR COMPANY 
243 West 39th Street 
New York, N. Y. 



























Journal Institute 
of Actuaries 


A complete set of the Journal of 
Institute of Actuaries, Volumes 1 
60, bound in blue cloth and in good 
condition, has been placed in of 
hands for disposal. 


We will be glad to quote a price ® 
any insurance company, actuary, © 
library who would be interested @ 
obtaining these volumes. 


Address inquiry: 


The Spectator Company 


243 West 39th St. 








New York City 
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Ranking Twenty-Five Fire Insurance 


to Fight Dual System ; 4 : . ; 
Companies in Fire Premiums Written in 1931 


Vote to Attack Growing 





Practice With Hammer 
And Tongs 


BIRMINGHAM, ALA., April 
19—The Birmingham Asso- 
dation of Insurance Agents 
decided at its annual meeting 
last week to attack the dual | 
agency problem with hammer 
and tongs. Members of the | 
association will be bulletined 
monthly on company appoint- 


ments of agents as well as | 
may | 
non- | 


withdrawals, 
enter protests 
heard members 
pointed. 

This action was taken on 
resolution by Ed. S. Moore, 
former State Association 
president, who reported some 


so agents 
where 
are ap- 


empanies now have agents | 


Birmingham Agents 
| 


Name and Location 
of Company 
Home, New York 
Hartford Fire, Hartford. 


Continental, New Y 
Ins. 


Ae tna, Hartford 


National Fire, 

Springfield F. & M., 

American, Newark 

United States Fire, New York. 

Liverpool & London & Globe, 

Royal, Liverpool 

Phoenix, Hartford 

| Firemen’s, Newark . 
Fire Assn. of Phils adel phi: 
Travelers Fire, Hartford. 
North River, New York...... 
Queen of America, New York.. 
St. Paul F. & M., St. Paul 
North Brit. & Merc.. London... 
National Liberty, New York.. 
Glens Falls, Glens Falls. . 


without as well as within the | 


Association. He stated there 
is @ growing practice for 
“everybody and his mother- 


in-law” to write insurance to | 
the detriment of board sub- | 


scribing members. He cited 
the case in New Orleans and 
Baton Rouge where board 


members have the situation | 


in hand much better. 


He | 


added that his agency would | 


not represent a company hav- 
ing another agent in the city 
if the fact is known and that 
such is the case with other 
members of the local board. 


Totals 
Net decrease in 1931 


Fireman's Fund, San Francisco. . 


p EAverpoct 


Net a 
Prem s 
Written 


Globe & Rut ers Fire, New York 
Co. of North America, P aEacepats.. . 


2 DD ee me oe ee CTU OT 2 - 


we 
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Losses Paid 


Below will be found the first twenty-five ranking fire insurance com- 
panies in fire premiums in 1931 and the premiums written in 1930. 


Net Fire 
Premiums 
Written 
in 1930 
$21,510,657 
28,289,500 
22,104, 445 5 


Losses Paid 
in 1920 
$17,309,995 
16,726,002 
13, 000, 445 
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Commercial Union Group's | 


Texas Business 


companies of the 
Union group— 
Union As- 
the 


Five 
Commercial 
the Commercial 
surance Company, Ltd., 


| Palatine Insurance Company 


Ltd., the Union Assurance 
Society Ltd., the Commer- 
cial Union Fire Insurance 


T Anglin White was elected | Company of New York, and 


president 


to succeed R. L. | the 


Gregory. Mr. White held the | 


dice several years ago. 


California 
Company—which have for- 
merly conducted a depart- 


|} nounce that 


mental office at Dallas an- 
the underwri- 


| ting, loss and accounting rec- 


Insurance | 
| business of the companies at 


ords of the companies have 
been transferred to the Ex- 
ecutive Offices at No. 1 Park 
Avenue, New York City. 
The companies have main- 
tained a Texas department 
for the past twelve years, 
but for the purpose of great- 
er efficiency, they have de- 
cided to centralize the 


the New York office. 


Three Hundred Expected 


Datuas, Tex., April 18.— 
The annual convention of 
the Texas Association of In- 
surance Agents will be held 
in Amarillo on June 9 and 
10. It is expected that some 
300 agents from all sections 
of the State will attend this 
year. The Amarillo ex- 
change is now working out 
a program for the entertain- 
ment of the visitors. 








Dependable and complete 
insurance service 


Fire » Automobile « Marine « Casualty « Fidelity - Surety 


IREMAN’S FUND GROU 


Fireman's 
Home WVire & 


Cji-eauaent 


New York 


_— 


Chicago . 


arine 
Occiden tal 


CJund _Insurance 


Insurance 
Jund Indemnity 


Com 
Insurance 
Company 


Occidental Indemnity © ompany 


SAN FRANCISCO : 


Boston 


any 
vompany 


Company 


Atlanta 
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ISTORIANS in their zeal to chron- 
icle only the facts of their lives 
and times rarely have the time or 
the inclination to set down the customs 
and humor of their subjects. I'll wager 
that in none of the history or exposition 
you have read about New England have 


you encountered mention of epitaphs. | 


Yet, in my opinion, New England ceme- 
teries besides offering in nearly every 
case names which created the epic of 
America, present living histories of the 
traditions and temper of their inhabi- 
tants. Usually, they are spots of calm, 
natural beauty which offer to the 
meticulous traveler a priceless moment 
of quiet detachment from the modern 
speed scene, and a bit of meditation on 
the times that were. 


* > * 


N* ENGLANDERS, following the | 


custom of their British forebears, 
wrote their epitavhs in a deeply relig- 
ious or bitterly satiric vein, one of the 
most common of the examples being: 
“Behold my friends, as you pass by. 
As you are now, so once was I 
As I am now, so must you be. 
Prepare for death and follow me.” 
I have seen that legend in cemeteries all 
over Vermont, Connecticut. and New 
Hampshire, oftentimes severally re- 
peated in the same place. 
Another common one which is often 
seen with variations of the rhyme 
scheme is: 


“Here lie I, Martin Elginbrodde 

Ha’ mercy on my soul, Lord God, 
As I wad do, were I God 

And ye were Martin Elginbrodde.” 


> ~ v 
OHN DRYDEN’S famous epitaph 
written for his wife’s tombstone 


finds itself carved on many a stone if 
not verbatim at least in idea and spirit: 
“Here lies my wife: 
Here let her lie! 


Now she’s at rest 
And so am I!” 


While on the subject of epitaphs, no 
one could fail to mention the most 
beautiful of them all, that of Robert 


Louis Stevenson, which is perhaps the | 


only one that has ever been set to 
music: 


“Under the wide and starry sky. 
Dig the grave and let me lie: 
Glad did I live. and gladly die, 
And I lay me down with a will 
This be the verse that you grave for me— 
‘Here he lies where he longed to be. 
Home is the sailor. home from the sea. 
And the hunter home from the hillL’” 


I am indebted to W. J. F., conductor 
of “The Lighter Side” in the Hartford 
Courant, for the true lines of these 
epitaphs. 


Casualty, Surety, Etc. 


PEOPLE 





Th bowling team 


of Childs and Wood took a strangle 


| hold on the Chicago Journal of Com- 
| merce Trophy last week when it won 


the championship of the Insurance 
Bowling League for the second con- 
secutive year. It needs but one more 
victory to gain permanent possession. 

Royal Insurance was second and 
Associated Indemnity was _ third 
Childs and Wood also won high team 











series with 3133, high single game 
with 1191, while its individual bowl- 
ers did well among the individual 
bowlers. John Lawiar, its captain, 
| won high individual series with 727, 
W. Anderson of the team was second 
with 712, while E. Ejichenberger of 
the Royal was third with 707, but he 
| won the high individual game with 
299, and the best average for the sea- 
son with 201. 


| Headliners 


of Baltimore’s casualty and surety 
social register were present at the 
luncheon meeting of the Casualty and 
Surety Club to hear New York’s 
| widely known insurance superin- 
tendent, George S. Van Schaick, 
| speak on “Self Regulation.” 

Among the prominent executives 
| gathered were R. Howard Bland, 
|chairman, and E. Asbury Davis, 
president, of the United States Fidel- 
ity & Guaranty Company; F. High- 
lands Burns, president of the Mary- 
| land Casualty Company; J. Arthur 





AND 










IN CASUALTY INSURANCE 


Nelson, president of the New Am- 


sterdam Casualty Company, and 
Charles R. Miller, president of the 
Fidelity and Deposit Company of 
Maryland. 


Oricers of the 


Indiana Casualty Adjusters’ Asso- 
ciation were elected at a reorganiza- 
tion meeting in the Columbia Club in 
Indianapolis. They are Marshall A. 
Raber, chief adjuster for the Travel- 
ers’ Insurance Company, president; 
C. A. Rochford of the State Autome- 
bile Association, vice-president, amd 
Leslie C. Everson of the Aetna Cas- 
ualty and Surety Company, secre- 
tary 


Burglar 


have very little opportunity to se 
their tools and appurtenances on a 
play in shop windows. But if the 
New York B. O. Y. Number One, 
(Brotherhood of Yeggs) drops tf 
Sixty John Street this week it will kk 
treated to a very entertaining and & 
structive sight. At the instigation of 
President Duncan Reid of the Globe 
Indemnity, the Globe's metropolitan 
office has on display a fascinating & 
hibit of the evolution of burglar tea’ 
and old-time tumbler key and com 
bination safe locks. Among the oF 
lection is the shattered door of 2 
light safe which was “souped” & 
some artful burglars, along with j= 
mies, crowbars, blow torches, a 
other cute little articles of the burgit 
business (which seems to be the oa 
one out of the red these days): Phu 
in the center of the display is a Ba 
picture of a clock upon whats 
drawn at hourly intervals th 3 
of burglary, robbery and hold-up @ 
erages needed twenty-four hous ® 
the day. 
THe Srecra® 
April 21, 
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ACCIDENT— BONDING — MISCELLANEOUS 


Independence | 
Takes Public Ind. 


Sixth Merger of Phila. | 
Company; Willard 
Case is President 











The Public Indemnity Com- 
pany of Newark, N. J., has 
been merged with the In- 
dependence Indemnity Com- 
pany it was announced late 
last week, by Carl Hansen, 
president of the International 
Reinsurance Corp. owners of 
the controlling interest in 
both the merged companies. 

The combined organization 


ot ' 
will retain the name Inde- 
pendence Indemnity Com- 
pany with executive offices 


in Philadelphia. 

Willard L. Case, vice-pres- 
ident of the Public Indemnity 
Company, will be president 
of the consolidation, replac- 
ing J. Horace Shale, who re- 
cently resigned. 

Details of the merger were 
handled by Carl Hansen, and 
Arthur T. Vanderbilt, chair- 
man of the board of the 
Public Indemnity and were 
completed March 31 subject 
to the approval of the in- 
surance departments of New 
Jersey and Pennsylvania and 
to ratification by the stock- 
holders of both companies. 

The consolidation will have 
a capital of $1,000,000 and a 
net surplus of $3,442,000 giv- 
img it a policyholder’s sur- 
plus on the valuations of the 
National Convention of In- 
surance Commissioners of 
$4,442 000. 

There will be no change in 
the capital structure of the 
Independence Indemnity 
with the addition of the | 
assets of the Public Indem- 
mty, Mr. Hansen announced, 
though the surplus will be 
imereased. Stockholders of | 
the Public Indemnity will be | 
tTepresented on the board of | 
the Independence and the 
lew management will com- | 
bine the personnel of both or- | 
ganizations. 

Willard L. Case, who has 

(Concluded on page 36) 
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| the company. 
| raised 


Buys Sixth Company 





Carl Hansen 








To Test Authority of 
Kentucky Commissioner 


Radio Station Denies It Acts 
As Soliciting Agent in 
Broadcasts 

FRANKFORT, Ky., April 18. 

The Hopkinsville, Ky., 
broadcasting station, which 
has been commanded by Act- 
ing Insurance Commissioner 
Charles I. Brown to stop act- 
ing as insurance agent, pro- 
poses to test the commission- 
er’s authority to issue the 
order. 

This station has been ad- 
vertising a Missouri accident 
insurance firm and does not 


| consider that it is an agent 


in making the announce- 
ment concerning the details 
of the company’s contract 
further than it would be the 
agent of any other business 
concern which it advertises. 

Mr. Brown acted on the ad- 
vice of Assistant Attorney 
General William R. Atkisson 
whose opinion was that the 
station was acting agent in 
soliciting insurance rather 
than an agent to advertise 
The question 
involves the determi- 
nation of the boundary line 
between the State police 
power and the federal control 


of radio broadcasting and 
agency work. 
Mr. Atkisson had corre- 


spondence with Carl H. But- 
man, secretary of the Fed- 


}eral Radio Commission, who 





Surety Losses Rose to 


All Time High in 1931 


Handy Chart Shows Loss Ratio at 103.6 Per Cent; 


Premiums 


Declined $6,400,000; Real 


Estate 


Depreciation, Bank Failures Blamed 


Loss payments in the surety business during 
1931 were the highest ever recorded, according to 
the Handy Chart of Casualty, Surety and Miscel- 
laneous Insurance Companies published by The 


Spectator Company. 


Not only did these pay- 
ments achieve the topmost 
peak, but they completely 


premiums 
companies, 


outstripped the 
written by the 
the loss ratio being 103.6. 
These figures are based on 
the reports of approximately 
120 surety companies oper- 
ating in the United States. 














National Bureau to Meet 


The annual meeting of 
the National Bureau of 
Casualty and Surety Un- 
derwriters will be held 
May 4 this year, it was 
said at the offices of the 
Bureau this week. 

Many matters of im- 
portance in the affairs of 
the Bureau are expected 
to come before the mem- 
bership at this time. 











holds that the police power 
of the State may be taken 
over by the Radio commission 
since all radio broadcasting 
is an inter-state business. 
He confines this ruling to the 
condition “so long as_ the 
licensed station does not be- 
come and assume the duties, 
liabilities and responsibilities 
of an agent.” 

Mr. Brown claims that the 
station is receiving applica- 
tions for insurance and is 
therefore an agent under the 
Kentucky law. The com- 
pany, it is understood, claims 
that it is only paid for adver- 
tisement and not for acting 
as a soliciting agent. 


Total premiums written 


|during 1931 were $46,624,- 





; 


355 as compared with $53,- 
081,853 in 1930, a decrease 
of almost $6,400,000. Loss 
payments in 1931 were $48,- 
316,501 against $36,019,276 
in 1930, an increase in loss 
of nearly $12,000,000. The 
excess of loss payments over 
premium income during 1931 
approximates $2,000,000. 
Individual companies, in- 
cluding some of the largest 


|} in the world, were not ex- 
|cused from feeling severely 








| 
} 
| 





| 





the general trend, the Handy 
Chart shows. 

Citing examples from the 
reports of these companies, 
one finds that one of the larg- 
est companies in the country 
wrote premiums of $4,665,603 
and paid losses of $7,236,- 
459. Another company’s re- 
port shows premiums writ- 
ten of $2,779,480 and losses 
paid of $5,071,960. Another 
company wrote $234,147 in 
premiums and paid losses of 
$1,392,857. Still another 
case shows premiums written 
of $1,183,441 and losses paid 
of $1,466,071. A fifth case 
shows premiums written of 
$4,825,615 as against losses 
paid of $4,793,778. 

These figures take into 
consideration only the losses 
paid as against the premium 
income. A study of the situ- 
ation based on the earned 
and incurred basis would 
show an even darker picture. 
These figures, however, are 
not yet available. 


(Concluded on page 36) 
Casualty, Surety, Ete. 
























The Move That Wins 


LIKE in the game of checkers, agents 
who first study their field of activities 
and the position of companies relative 
thereto, move with reasonable assurance 


of winning. 


REPRESENT Independence as a first 
move towards achieving success. With 
its full coverage contracts and well di- 
rected Home Office co-operation you are 





in a strong position to meet competition. 


Independence Indemnity Company 


Commonwealth Division 


Philadelphia 





J. HORACE SHALE, Presiden 





























for progressive agents... 





Life 
Underwriting 
Efficiency 
by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the _  prospect’s 
attention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs 


Price $1.00 


23 copies, $10; 
5 copies, $20. 





The Spirit 
of Life 
Underwriting 
by Walter Cluf 


In this book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to th the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gen- 
eral Agent says it is “‘the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10 
25 5. copies, 20. 





C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and 
answers to the June, 1931, C. L. U. 
Degree examination. 


Price $1.00 
12 copies, $10. 





ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 


LOUISVILLE, 


KENTUCKY 








en 


Profitable territories now available in Florida, Vir. 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 


ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 


Health Automobile Accideni 


: _— 


Louis M. Crandall, Personal Producer Extraordinary! 


who for over eight years has not missed a single week 
of writing from one to thirty-five applications, shares his 
knowledge with you. 


INDIRECT SELLING 


A new book by this dynamic personality will be 
published in the near future. 
Send in and Reserve a Copy for Yourself 
Price, $2.50 


THE SPECTATOR COMPANY 
243 WEST 39TH STREET NEW YORK, N. Y. 


| General Agents Wanted 


Life Accident 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 





Baltica Insurance Co., Ltd. 


Denmark 
Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 

















BIG OPPORTUNITIES WITH 


Great Republic Life Insurance Company 


OF LOS ANGELES 


This Company has attractive General Agency openings 
in Texas, Missouri, Kansas, New Mexico, Arizona and 
California. Very attractive first year and renewal commis- 
sions and exceptional line of policies. If you have a satis- 
factory record of successful experience and are interested 
in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, 


Vice-Pres., Great Republic Life Building, Los Angeles, Cal. 











THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 

“Three Great Hazards” a new leaflet written by Ernest Gray is just what 

a number of life insurance agents have been looking for because it is & 

plece of sales literature that speaks to prospects in their own language. It 

is calculated to create a thoughtful state of mind in the prospect before 

the agent makes his call. 












PRICES 
50 Copies....... $2.50 500 Copies....... $18. 
100 Copies....... $4.50 1000 Copies....... $30. 
10,000 Copies....... $225. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Allen Beck Named 
By Union Ind. 


Denver Man is Given 
Territory in Mountain 
Field 


The Union Indemnity 
Company, a division of In- 
surance Securities Company, 
has appointed the Allen Beck 
Agency Company of Denver, 
Colo., as general agents for 
the Mountain Field. The 
agency will represent Union 
Indemnity Company as gen- 
eral agents in all lines of the 
fidelity, surety and casualty 
business. 

Frank E. Sprague, vice- 
president and superintendent 
of agencies, commenting, 
“We are very happy in an- 
nouncing the appointment of 
the Allen Beck Agency Com- 
pany as our representative 
and feel that we are fortu- 
nate in securing an agency 
of this calibre to succeed our 
former agents, Cobb, Miller 
and Stebbins, who recently 
announced the dissolution of 
partnership.” 

Union Indemnity Company 
has been continuously op- 
erating in the Mountain 
Field since its organization, 
and Cobb, Miller and Steb- 
bins held the general agency 
representation during that 
entire period. The dissolu- 
tion of the partnership of 
Cobb, Miller and Stebbins, 
simultaneously accompanied 
the announcement of the for- 
mation of the new agency 
of Cobb and Stebbins who 
have retired from the cas- 
walty and surety field to de- 
vote their entire attention to 
the fire insurance business 
and allied lines. 

L. Allen Beck, president of 
the Allen Beck Agency Com- 
pany, is well and favorably 
known throughout the terri- 
tory. Prior to entering the 
imsurance profession he was 
associated with his father in 
the banking business. He 
has been in the insurance 
business for the last eleven 
years and has taken a very 
Prominent part in insurance 
attivities. He is officer and 
very active in the Mountain 
Field Club. He has headed 

own agency under his 
wn name for the past sev- 
eral years representing the 

on and Lancashire In- 
demnity Company. 
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New Amsterdam Casualty 
Pays Dividend 


BALTimore, April 16.—The 
New Amsterdam Casualty 
directors at their meeting 
this week declared the usual 
quarterly dividend of 50 
cents a share payable May 2 
to holders of record April 22. 

President J. Arthur Nel- 
son told the directors that 
the first quarter of the year 
had brought an increase in 
volume of business of about 
2% per cent over the level 
of a year ago, and that ac- 
tual earnings for the period 
had risen. 





Burglary Premiums Show 
Increase in Canada 


The volume of burglary 
business in Canada was 
greater in 1931 than in 1930. 
The total premiums written 
amounted to $1,345,994 com- 
pared with $1,156,150 in 
1930, a gain of $189,844. The 
losses incurred in 1931 
amounted to $462,645, or 
34.37 per cent of premiums, 
compared with $364,896, or 
31.56 per cent of premiums 
in 1930. 

That the burglary insur- 
ance business is on a sound 
basis is due in a large meas- 
ure to its stabilization in 
recent years by the National 
Bureau of Casualty and 
Surety Underwriters Cana- 
dian Executives think. 





University Speaker 


Vincent Cullen 


Depository Suits Pending 


Suits to collect $325,000 
from surety companies, rep- 
resenting money on deposit 
in defunct Indianapolis 
banks, covered by bonds is- 
sued by the surety com- 
panies, will be filed imme- 
diately, members of _ the 
county board of finance an- 
nounced April 15. 


Penna. Appoints Receiver 
for Southern Surety 


Lemuel B._ Schofield, 
former director of public 
safety of Philadelphia, today 
was appointed auxiliary re- 
ceiver of the Southern Surety 
Company of New York by 
Judge Francis Shunk Brown. 





OIL MEN ARE AIDING 
SAFETY CAMPAIGNS 


Automotive oil industries 
have definitely allied them- 
selves with federal, State and 
municipal governments, stock 
casualty insurance com- 
panies, the American Legion, 
automobile manufacturers 
and their associations and 
many civic organizations in 
the campaign to bring about 
a reduction in the growing 
number of automobile acci- 
dents of the nation. 

Last week a group of 
powerful oil companies began 
the display of elaborate 
warning posters at their ser- 
vice stations in New York, 
New Jersey and Pennsyl- 
vania. In time, it is ex- 
pected, this will become gen- 
eral throughout the country 

The posters which are 
printed in five colors on 
heavy linen will be changed 
monthly and each will depict 
a different common traffic 





violation which causes death 
and injury. Each will carry 
a picture illustrating the vio- 
lation. All will bear the an- 
nouncement that the work is 
being done under the sponsor- 
ship of the Motor Vehicle 
Commissioner of the partic- 
ular State and in cooperation 
with the oil company control- 
ling the station. In New 
York the commissioner spon- 
soring the work is Charles A- 
Harnett; in New Jersey 
Harold G. Hoffman and in 
Pennsylvania, Benjamin G. 
Eynon. 

The new campaign was de- 
cided upon earlier in the year 
at a conference between the 
Commissioners, the oil men 
and insurance interests held 
at the offices of the National 
Bureau of Casualty and 
Surety Underwriters. It was 
the consensus that there is no 
better medium for teaching 





Vincent Cullen 


Speaks at N. Y. U. 


National Surety Executive 
Explains Surety Bonds 


to Finance Forum 


Vincent Cullen, vice-pres- 
ident of the National Surety 
Company, addressed the 
Finance Forum of New York 
University last Thursday. 
Mr. Cullen spoke on “The 
Place of the Surety Com- 
pany in Business.” 

He traced briefly the his- 
tory of suretyship and de- 
fined the two classes into 
which surety bonds fall be- 
fore he embarked on the 
main part of his discussion, 
the various uses to which the 
surety bond is put in day to 
day business transactions. 

Fidelity bonds were cov- 
ered to a great extent in Mr. 
Cullen’s next topic. He ex- 
plained that the principle 
involved in the many types 
of this bond is that of pro- 
tecting the employer from 
the dishonesty of an em- 
ployee. 

The use of the surety bond 
was next covered. The motif 
of the instrument, according 
to Mr. Cullen, was to assure 
the specific performance of a 
contract or the meeting of a 
given obligation. The speak- 
er dealt at length on the 
functions of the instrument 
in the shipbuilding, bridge- 
building, and construction 
fields. 

The use of the surety bond 
in connection with construc- 
tion mortgage was next ex- 
plained. Mr. Cullen said 
that this instrument made 
possible the development and 
improvement of the better 
neighborhoods in this city. 

The use of the surety bond 
in connection with the ad- 
ministration of estates was 
the next topic of discussion. 
Here, again, their many uses 
were forcefully portrayed by 
the speaker. 

In conclusion, Mr. Cullen 
pointed out that although 
surety bonds take many pe- 
culiar forms, they may al- 
ways be classified in the fidel- 
ity group, in the surety 
group, or in a combination 
of both groups. 








safe driving than the service 
station. Millions patronize 
the stations every day and a 
striking sign is certain to at- 
tract their attention. 
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Independence Takes 
Public Indemnity 
(Concluded from page 33) 


been chosen president of the 
company was formerly vice- 
president of the Independ- 
ence Indemnity, but left the 
organization in 1924 to ac- 
cept the vice-presidency of 
the Public Indemnity. He 
has had a long training as 
a casualty insurance execu- 
tive and is eminently fitted 
for his new post. He was 
at one time head of the Na- 
tional Ass’n of Rotary Clubs. 
The consolidated balance 
sheet of the Independence 
Indemnity, giving effect to 
the amalgamation and based 
on Dec. 31, 1931, balance 
sheet figures of both com- 
panies, shows the following 
condition: gross assets, $17,- 
332,000, comprising of real 
estate, $774,000; investments 
in bonds and stocks, $9,316,- 
000; first mortgages on real 
estate, $1,158,000; cash in 
banks and office, $871,000; 
premiums in course of collec- 
tion, $2,988,000; due from 
reinsurance on paid losses, 
$584,000; secured salvage 
assets, $700,000; interest ac- 
crued, $90,000; other ad- 
mitted assets, $850,000. 








Surety Losses Rose to All Time High During 1931 
(Concluded from page 33) 








When the _ commissions 
paid on this business, as well 
as the high premium tax, 
home office cverhead, and 
agency overhead are figured 
the underwriting loss on 
suretyship during 1931 will 
stand out as the highest ever. 

While the general business 
depression is largely respons- 
ible for the unfortunate op- 
erations of the companies 
during the last two years, 
the fact that over a seven- 
year period losses have 
shown a constantly rising 
trend indicates that other 
serious forces are at work, 
as well. 


During the past two years, 
however, the losses of the 
companies have been largely 
due to the serious depreci- 
ation of real estate values. 
This has hit the companies 
heavily because of the fact 
that for a few years past 
they have been guaranteeing 
real estate bonds both as to 
principle and interest, and 
owing to real estate depre- 
ciation their losses have 
been severe. It is no secret 





that one of the largest sure- 





ty companies was forced to 
organize a separate realty 
company to administer this 
phase of the business and to 
liquidate its defaulted bonds. 

A nationwide wave of 
bank failures has created 
havoc in the depository bond 
field. So unfavorable have 
been the results in this line 
that many companies now 
utterly refuse to write the 
coverage. 

Bank failures have also 
been responsible for many 
losses on contract bonds, for 
when a contractor’s operat- 
ing capital is caught in a 
closed bank he finds it impos- 
sible to continue with his con- 
tract. 

The figures given do not 
and cannot include salvage 
reports or possibilities. In 
many cases the results from 
these activities are unusually 
good and take a great deai 
of weight from the high loss 
figures. Salvage is one of 
the most important phases 
of the surety business, and 
operates more effectively 
than in any other lines. 





C. H. Neely, Casualty 
Executive, Is Dead 


Charles Hoffman Neely, 
retired insurance executive 
died Sunday at his home in 
Bronxville, N. Y. He was 
sixty-six years old. 

Before his retirement two 
years ago he was manager 
and attorney for the Ocean 
Accident and Guarantee Cor. 
poration of London; presi- 
dent of the Columbia Cas- 
ualty Company of New York, 
a subsidiary of the Ocean 
and president of the Inter- 
national Association of Cas- 
ualty and Surety Under. 
writers. 

Born in Cedar Falls, Iowa, 
he was a cattle rancher in 
Texas before entering the in- 
surance business in 1892 
with his brother, R. M. 
Neely, as State agents for 
Minnesota of the Standard 
Accident Insurance Com- 
pany. In 1894 he was ap- 
pointed general agent for 
Minnesota and Wisconsin of 
the Employers’ Liability As- 
surance Corporation, and in 
1901 received the general 
agency of the Ocean Accident 
Company. 





Dividend Payments to Stockholders in 1931 and 1930 
(Data Taken from the Handy Chart) 


Name of Company 
Aetna Cas. & Surety, Hartford... 
Aetna Life (Ace. & Liability 
Dept.), 
Alliance Casualty, Philadelphia. . 
American Automobile, St. Louis. . 
American Casualty, Reading. . 


American Credit, St. Louis 
American Employers, Boston 
American Indemnity, Galveston. . 
American Surety, New 

Central Surety & Ins. Corp., K. C. 


Central West Casualty, Detroit... 
Commercial Casualty, Newark.... 
Continental Casualty, Chicago... . 
Eureka Casualty, Philadelphia... 
Federal Life & Casualty, Detroit. 


Fidelity & Casualty, New York... 
Fidelity & Deposit, Baltimore.... 
Globe Indemnity, New York..... 

Hartford Acc. & Indem., Hartford 
Hartford Live Stock, Hartford... 


Hartford Steam Boiler, Hartford. 
Hoosier Casualty, Indianapolis. . . 
Indem. Ins. Co. of N. A., Phila.. 
International Fidelity, Jersey City 
Lloyds Casualty, New York 


London & Lancas. Ind., Hartford 
Maryland Casualty, Baltimore.... 
Massachusetts Accident, Boston. . 
Mass. Bonding & Ins., Boston... 
Metropolitan Casualty, Newark. . 


National Casualty, Detroit 
National Surety, New York 
New Amsterdam Cas., Baltimore. 


as of 
Dec. 31, 1931 


b 1,000,000 
© 1,000,000 


d 2,200,000 


e 1,000,000 


f 1,000,000 


Dividends 
Paid to 
Stock- 
holders 
in 1930 


$780,000 


Dividends 
Paid to 
Stock- 
holders 
in 1931 


$480,000 


Capital 


$3,000,000 


15,000,000 
1,000,000 
1,000,000 
1,000,000 


a 600,000 
10,000 
200,000 
150,000 


a 600,000 
10,000 
200,000 
150,000 


160,000 
30,000 
48,000 

1,800,000 

120,000 


110,000 
45,000 
63,000 

,050,000 


1,000,000 
1,000,000 


7,500,000 
1,000,000 


50,000 
200,000 
560,000 
187,500 

35,996 


1,000,000 


3,500,000 
500,000 
450,000 


800,000 
1,079,728 
750,000 
580,000 
25,000 


450,000 
809,867 
750,000 
580,000 

25,000 


540,000 
15,000 
20,000 

120,000 


6,000,000 
2,500,000 
3,000,000 

500,000 


540,000 
10,500 
100,000 
90,000 
89,770 


3,000,000 
150,000 
1,000,000 
300,000 


37,500 
1,062,500 
25,000 
640,000 
120,000 


90,000 
1,499,940 
900,000 


750,000 
5,000,000 
250,000 
4,000,000 


750,000 
15,000,000 


4,500,000 900,000 


Name of Company 


N. J. Fidelity & Plate Glass, Nk. 
New York Casualty, New York. 


North Amer. Accident, Chicago. . 
Ohio Casualty, Hamilton 

Pacific Employers, Los Angeles. . 
Pacific Indemnity, Los Angeles... 
Preferred Accident, New York... 


Protective Indemnity, New York. 
Royal Indemnity, New York 
Seaboard Surety, New York 
Standard Accident, Detroit 


Travelers Indemnity, Hartford... 
Trav. Ins. (Acc. & Liab. Dept.).. 
Union Indemnity, New Orleans. . 
United States Casualty, New York 


U. 8. Fid. & Guar., Baltimore... 
U. S. Guarantee, New York.... 
Western Cas. & Sur., Fort Scott 
Wolverine Insurance, Lansing. . 


American Reinsurance, New York 
Employers Reinsurance, K. C., Mo 
First Reinsurance, Hartford 

General Reinsurance, New York.. 
International Reins., Los Angeles 


Totals pease 
Net decrease 


(a) Exclusive of dividends paid by the life department. 


. $144,325,000 $18,366,226 
$ 


Dividends 
Paid to 
Capital Stock- 
as of holders 
Dec. 31, 1931 in 1931 
800,000 
g 1,000,000 


56,000 
48,000 
12,000 
210,000 
525,000 


400,000 
600,000 
300,000 
1,500,000 
h 875,000 


500,000 
2,500,000 
1,000,000 
2,500,000 


50,000 
500,000 
50,000 
75,000 


420,000 
a 3,200,000 


3,000,000 
20,000,000 
1,000,000 
i 750,000 


,250,000 
160,000 
112,500 

16,000 


10,000,000 
1,000,000 
750,000 
200,000 


300,000 
270,000 

75,000 
270,000 
225,000 


1,000,000 
1,500,000 
800,000 

j 1,000,000 
1,500,000 


$22,927,684 
4,561,458 


(b) Capital 


increased from $600,000. (c) Capital decreased from $2,500,000. (d) 4 


ital decreased from $5,000,000. 
(f) Capital 
$1,500,000. (h) Capital 
creased from $1,500,000. 


decreased from $1,500,000. 
decreased from $3,500,000. 
(j) Capital decreased from $1,500,000. 


(e) Capital decreased from $2,000,000. 


decreased from 


(z) Capital 
(i) Capital de 
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